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The dramatic new See-Pack with its colorfully printed 
boat encased in a removable clear plastic sleeve 
revolutionizes padlock merchandising. Not only is the 
See-Pack the most eye-arresting and sales-compelling 
padlock package, but the most versatile as well. It does an 
outstanding selling job in the display carton in which © 
Slaymaker locks are packed, can be removed from the 
carton and placed in bins or on open shelves, and a 
pull-out tab allows it to be hung on peg-board 

displays, wire racks, etc. 


ALL LOCKS IN SM17 AND SM57 
MERCHANDISERS ARE SEE-PACKED 


SM17 CONTAINS 


1 ea. Nos. 55, 75, 95, 68, 
78, 88 mounted on the 
display plus 3 more of each 
individually See-Packed in 
a special shelf carton. 


SOLID BRASS No. 55 SOLID BRASS No. 75 SOLID BRASS No. 95 SCOUT COMBINATION No. 453 


SM57 CONTAINS 


1 ea. Nos. 46, 47, 68, 78, 
88, 453 mounted on the 
display plus 3 more of each 
individually See-Packed in 
a special shelf carton. 


SOLID BRASS No.88 LAMINATED No.46 LAMINATED No. 47 
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Starlight Carafe and Elec-Trivet Set 
Tiny lights twinkle through the 


Handyfreeze ice Cream Freezer Real 
old fashioned ice cream made the 





Toaster-Broiler Toasts, grills, broils 
with automatic heat control — right 





trivet’s star cut-outs, reflecting on modern, electric way! Handsome, Two-Speed Blender. New and power- at the table! Modern... in copper 
carafe. Beautifully styled in copper natural wood and copper bucket. ful. Two speeds are perfect for both and jet black. $14.95 
and wrought iron. g-cup set $10.45 From $29.95 eA kitchen chores and 

12-cup set $10.95 ighter tasks. $29.95 ee 




















Home-Aid ice Cream Freezer Makes 
142 quarts of creamy-smooth ice 
cream with home-made flavor... 
right in the refrigerator. $19.95 


Percolator-Teamaker. New Carafe 
styled ‘‘Duette’’ percolates coffee, 
brews tea. Metallized trim will not 
tarnish, handle stays cool. Copper or 
brass finish. 8 cup size. $7.95 





Your customers are sold on 


products, effective advertising 
and promotion have established 
confidence in a great name. 





Fully-Automatic Percolator Has 
signal light and adjustable flavor 
control. Coffee kept at serving tem- 
perature automatically. $16.95 


Chopper-Slicer Combination A food 
and meat chopper and a slicer- 
shredder-grater on an interchange- 
able base. Famous ‘“‘No-Clamp”’ in 
pastel colors. $14.95 





Handybreeze Fans A complete line, 
8-inch table models to 20-inch deluxe 
$7.50 to $59.95 


window fans. 





Handyhot Trimmer Edges 
and trims lawns electri- 
cally. Models for every 
terrain From $23.95 


SEE US AT ATLANTIC CITY... 


BOOTHS 442 — 452 


SILEX appliance specialties! Fine 


= 


ALK Gover 


In Canada: 






Juicit Approved by Sunkist! Magic- 
motion strainer extracts 20% more 
juice. Better-tasting fresh orange 
juice in seconds. From $17.95 





Electric Knife & Scissors Sharpener 


Safe, efficient, serviceable. Gives 
knives and scissors a keen, precise 
cutting edge. $15.95 
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The Silex Co., Lid. Iberville, P. Q. 
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Don’t lock out summertime sales 


I wonder where the idea sprang up that 
you're through selling power mowers 
around this time in June. 

Let me tell you this: Grass-cutting sea- 
son in most parts of this country lasts well 
into October. There’s not a section of the 
land that isn’t a live market for lawn equip- 
ment far into the fall. 

And it’s our own fault if we aren’t selling 
LAWN-BOY in midsummer just as we did 
in May. 

Have you been fooled by the notion that 
power-mower sales slump off about now? 
If you have, this is probably what you’ve 
done: 

You’ve taken in your LAWN-BOY display 
from the front of your store. You’ve 
stopped advertising, promoting, and talk- 
ing LAWN-BOY. You’ve let somebody con- 
vince you that people aren’t going to ask 
for power mowers this time of year. 

Well, they’re not—not if you pull in your 
horns and let the opportunities fly away. 
You have to go after sales on a big-ticket 
item like this. 

Sure, | admit there aren’t a lot of cus- 
tomers actually out looking for a new 
mower this far into the season. They figure 
they can struggle through this summer on 
the rattletrap they have. But they’re still 


LAWNOGBOY 





in the market, and can be convinced with 
a positive sales effort—if you make it. 

So here’s a tip on making it worth their 
while to buy now—without cutting prices: 

In your advertising and display of 
LAWN-BOY, show prominently an offer of 
a free mechanical check-up in the winter to 
prepare the LAWN-BOY mower for next 
year’s operation. This free-labor offer will 
cost you practically nothing, but it'll return 
profits and prestige for years to come. 

After all, you know a new LAWN-BOY, 
used all this year, will need almost nothing 
done to it this winter. So you offer to check 
it over free, during an off season, and you 
win the added confidence of your customers 
for standing behind what you sell. It’s low- 
cost advertising, it helps make those mid- 
summer sales, and it puts you up high in 
the customer’s eyes. I’d advise making this 
offer even to those who already bought a 
LAWN-BOY this year. It'll pay off. 

Keep your LAWN-BOY display going, keep 
your LAWN-BOY advertising going, and play 
up the leaf mulcher attachment as an 
autumn feature. Remember, umbrellas sell 
best on rainy days; so don’t turn down the 
chance to sell LAWN-BOYs at the peak of the 
mowing season. The sales are out there. 
Don’t lock them out. 


a 


aims. 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers Of dohasan and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 





MAKING MONEY IN POWER MOWERS 
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breathtaking beauty... 
easy, automatic operation! 






MARK IT Fs 


DaZeEY UM 


Automatic CAN OPENER 


oS 


(NEW a 
KITCHEN-TESTED COLORS 
=10O2 Chrome trim — Yellow, Pink, 

Turquoise, Red and White 
- 105 All-chrome Finish 


106 Copper trim — Yellow, Pink, 
Turquoise 


The all-new Mark II Canaramic sells itself at a glance. 
Just let ’em see its new, advanced design and brilliant 
colors with both copper and chrome trim as well as 
all-chrome and you’ve got cash customers. The new 
Mark II automatic action operation opens any can 
easier. With the grease-sealed “Stay-sharp” cutting 
wheel that never leaves a ragged edge and magnetic lid 
lifter. Retails from $6.95. 


* Dynamic Styling by Sundberg-Ferar, Detroit 


Pee 





NEW DAZEY 
ICERAMIC ICE CRUSHERS 


In combination wall or portable models. , 
“Ice-cup-aid” gift set includes Iceramic 

with smart ice bucket. Choice of colors. 
Models from $9.95 retail. 
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MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
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American Chain makes a vari- 
ety of dog chain assortments, 
both in weldless and welded 
styles, suitable for every cus- 
tomer’s preference. Our popu- 
lar sellers include: 
Assortment No. 2-Contains six 4-ft. Spiralock and 
six 4-ft. Tenso dog leads. Bright or nickel-plated finish. 
Assortment No. 3 - Contains six 4-ft. and six 4%-ft. 
Tenso chains. Bright or nickel-plated finish. 
Assortment No. 4 - Contains six 4%-ft. and six 6-ft. 
Tenso chains. Bright or nickel-plated finish. 
Spiralock Assortment - Twelve strong, spiral-twisted 
pattern chains with brightly colored Accolette handles. 


Frit 


| 














Endwelded Assortment : Twelve welded chains with 
colored Accolette handles. Available in 4% and 6-ft. 
lengths. Bright zinc finish. 








6 


ASSORTMENT 


ACCO Dog Chain Assortments 


are year-round profit makers! 


Available in 4% and 6-ft. lengths. Nickel-plated finish. Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 
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All above assortments are packed, complete with display 
hanger, one assortment in a carton. 

Here are a few other American Chain items for the 
dog owner; all come to you packed in bright Acco 
cartons for attractive shelf display: Spiralock Dog Stake 
Chain (see illustration) ... Welded and Weldless Halter 
and Dog Chains... Dog Couplers... Kennel and Dog 
Runner Chains, etc. 

Order any of the above assortments and items through 
your American Chain Distributor. He can give you 
prompt service. 


American Chain Division 


AMERICAN CHAIN & CABLE 








* indicates Warehouse Stocks *Portiland, Ore., *San Francisco 






Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
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Editorial 


by W. A. Phair 


The trouble with dealers is 


How often have you heard a conversation begin with the words: 
“The trouble with hardware dealers is Now, I’m normally an 
even tempered man, but whenever I hear a conversation start with 
those words, my blood pressure goes up because I know what’s coming 
next. 


If there is one thing we need, and need badly these days, it’s clear, 
objective thinking. Anyone who starts a statement with those words 
is not thinking clearly nor objectively. 


The competitors of the independent hardware trade would, of 
course, like to see such generalizations. They would like to lump all 
hardware stores together and measure them all by the habits and 
performances of the poorer stores. Unfortunately some folks in the 
trade have a habit of falling for this kind of false reasoning. 


Saying that all hardware stores are alike is like saying that all men 
are alike because they are men. That is ridiculous, but no more 
ridiculous than trying to generalize on hardware stores. 


Those of us who have lived with dealers and know of their affairs 
personally, are aware that there are good stores, there are mediocre 
stores and there are poor stores. 


We also know that the good stores, and there are many of them, 
compare favorably with good stores in any retail field. There are 
some real sharp merchants in the hardware field, men who have 
operated hardware stores profitably for many, many years. 


These are the stores that do the bulk of the hardware business and 
will continue to do it—at a profit—for many years to come. We also 
know that there are poorly operated stores that just manage to 
squeeze by. But certainly these stores are no more typical of all 
hardware stores than Elvis Presley is typical of all men. Yet, we 
find some folks who like to pick out some weak store they know and 
tell everybody that it is typical of all hardware stores. 


I had a letter the other day from a building supply dealer on the 
West Coast telling me that all hardware dealers are old fashioned and 
inefficient and are just trying to keep prices high. On the other hand, 
this man was selling at cut prices and making a real success of it. 
He suggested that all dealers should use his methods. 


His letter sounded interesting until I realized that he’s been in the 
business only three years, and three fat years at that. This man has 
never known a rea! depression, he’s never known what it’s like to 
scratch for business. Yet, here he is telling us that he’s the only one 
who really knows how to operate a hardware store. 









































Editorial 


continued 





For my part, I'll put my money on those other dealers who have managed 
stores through good times and bad, through panics and wars and have 
proved that they are good businessmen. I do think that our friend on the 
West Coast should wait a few more years before he starts boasting—if 
he’s still in business then. 


We know that times are changing and business methods are changing, 
too. Most hardware stores are adapting themselves to this change. Some, 
of course, won’t be able to make the adjustment and may disappear from 
the hardware picture. But you can’t call these typical stores. 


So, the next time you hear someone start to say, “The trouble with 
dealers is ... ,” interrupt him and ask him if he really knows what is 
happening in the retail hardware business. Tell him that he would be 
better off if he would give a little thought to what is good about dealers. 
If he would look at this side of the picture for a change, he might see how 


he could move more of his merchandise. 





Suffering from isellitis 


It is very easy for any one of us to sometimes forget that the only reason 
we are in business is because someone buys something from us. The trials 
and tribulations of serving the general public are many and heavy. Yet, 
without the buying public, there would be no hardware business. 


In the rush of our daily routine, it is so easy to slip into the habit of 
thinking about our problems in terms of our own desires. This sort of 
thinking, if it is tolerated too long, soon leads to the situation where store 
policies and the behavior of store salespeople are determined by the con- 
venience of the store rather than the convenience of the customer. This 
is very dangerous. 


One of the most effective means of avoiding this condition is to be 
sure you don’t get the disease I call, “‘isellitis.”” You can always tell when 
a man has this illness. He is always saying, “I sell this ... I sell that 

, etc.” All his thinking is based on the idea that “I sell.” He never 
chinks ~ a sale in terms of what the customer bought. 


The man with isellitis is also the fellow who is always spending his time 
trying to get an extra five percent discount. This keeps him so busy he 
doesn’t get time to encourage customers to buy his goods. He never has 
time to help customers with problems; he sends them to another store and 
figures this is a smart way to handle it. He is also the fellow who ends up 
in bankruptcy. 


It is human nature to want to feel that we “bought something,” rather 
than we were “sold something.” The retailer who understands this and 
uses this approach in his store will soon build a good substantial volume 
of loyal customers. 


Let’s all try and spend more time worrying about what the customer 
wants to buy, and less time boasting about what we want to sell him. 


Isellitis has killed many a good store and good salesman. Don’t let it 
infect you. 
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What makes so many dealers light up when you 
mention Tilette Plastic Aluminum? The answer’s easy 
—it sells. 

A quality product made with ALcoa® Aluminum 
Powders, Tilette is a natural for the booming “‘fix-it- 
yourself” market. Users report that it seals, solders, 
bonds, repairs—adheres to virtually any surface. Any- 
one can use it. 

But there’s more to selling than quality of product. 
Mr. Kalb tells us the ALCOA label on the tube has 
helped make Tilette Aluminum the most important 
item in his line. 

This is typical of reports from everywhere. Millions 
of advertising dollars—spent in consumer and trade 


magazines, newspapers, TV—have made the ALCOA ' 


label a best-known merchandising symbol in industry 
today. 

Mr. Kalb’s letter tells the sort of success story that 
means action on dealers’ shelves. The growing demand 
for plastic aluminum is nationwide. Are you getting 
your share of this business? 

ALCOA does not make “plastic aluminum,” but 
ALCOA Aluminum Powders are used in all the best 
brands. These adhesives are easy to use, require 
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Oldest manufacturer of household cements reports: 


‘The Alcoa label helps our dealers sell 


TILETTE 
PLASTIC 
ALUMINUM 


PLASTIC ALUMINUM 












_no tools, heat or flame. They adhere to metal, wood, 


plastic, glass or concrete . . . are not affected by 
water, oil or gasoline . . . can be burnished to a high 
luster or even painted. Write today for more informa- 
tion. Use the coupon. 


Look for this label when you buy 


PIGMENTED WITH ' : 
aluminum paint 


ALCOA ©. 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA 3 “ALC OA TH EATRE”™ 
Exciting Adventure 
ALTERNATE MONDAY EVENINGS 








Aluminum Company of America 
1735-F Alcoa Building, Pittsburgh 19, Pa. 


Please send me more information on cold solders made 
with Alcoa Aluminum Powders. 


Nome _ 


Address___ 


Zone State 
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BY WASHINGTON 


Your postal bill's going up, 
so plan on economies at once 


Your costs for mailing are going to rise sharply. 
New postal rates voted by Congress will mean an 
average hike in your mail costs of one-third. 

Here are general provisions of the new rates: 

First class mail (letters, bills) up from the present 
2 cents to 4 cents. Air mail from 6 to 7 cents, starting 
Aug. 1. 

Third class mail rates (bulk mail: advertising, 
some packages) will rise Jan. 1. Bulk mail will go 
from the present 14 cents a pound to 16 cents, with 
the minimum for each piece rising from 1 cent to 2 
cents, and to 2.5 cents on Jan. 1, 1960. The ordinary 
third class rate will rise from 2 cents for the first 
ounce and 1 cent for each additional ounce to 3 cents 
and 1.5 cents. Cost of a bulk mailing permit will dou- 
ble to $20 a year. 

Most dealers will not be affected by rate increases 
in second class mail. 


outlook 


Plan now to cover increases in your mail costs. 
Review your direct mail programs. Remember that 
irregularly-shaped mailings will now cost twice as 
much (6 cents each). Before the new rates become 
law, get schedules explaining them in detail from 
your local post office. 


Several tax benefits headed 
your way before year's end 


You are going to get home special tax help from 
Congress this year. 

The lawmakers now are putting into final form 
legislation granting special tax benefits to small 
business. It will ease operating problems, rather than 
provide drastic tax cuts. But it will help. 

In final form, the measure will probably spread 
out inheritance tax payments on small firms, and 
permit small corporations to be taxed as partnerships. 
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It may also give you a special tax deduction for a 
part of your annual investment immediately, rather 
than over a number of years as at present. 

There’s still an outside chance for a more sweeping 
tax cut. Government officials will decide on this in a 
month or so if the recession shows signs of becoming 
worse. 


outlook 


If you would argue for special tax help for smal! 
business, speak up now. Write to your congressmen 
and the House Ways and Means and Senate Finance 
Committees. Tell which special actions would benefit 
small firms most. 


Congress chilly toward law 
governing varying discounts 


Congress is showing only lukewarm interest in 
legislation to permit functional (variable) discounts. 

Legislation is pending in both the Senate and House 
Judiciary Committees. It would amend the Robinson- 
Patman Act to permit a manufacturer or jobber to 
give varying discounts to customers, depending on 
the functions which the customer performs. 

For instance, under the proposal a larger discount 
could be given to a customer who services a product 
than to one who does not. Under present law, this 
is illegal. 

Both committees have asked executive agencies, 
including the Justice Department and the Federa) 
Trade Commission, for comments on the proposal. 
But neither committee is pressing for quick replies, 
even though mail from businessmen on the proposal is 
running high. No hearings have been set. 


outlook 


If you are for or against the proposal to permit 
functional discounting, write to these two committees 
now. Explain in your letters whether you believe it 
would help or hurt you as a small businessman. Re- 
member, it would apply to jobbers as well as dealers. 
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4 ? 
MODEL K-280-B 

OSCILLATING SANDER 





So many outstanding features ...so low priced... 


OUTSELLS ALL OTHER POWER SANDERS 2 TO q! 


* Powerful 2 amp. AC /DC universal air-cooled motor! Here, at last is a power sander that will really make 


* Perfect sanding speed — 3500 oscillations per minute! money for you! A compact, well designed sander 
; with more selling features . . . for less money! Com- 
* Extended front for easy “feather edging” and corner sanding! pare the new Shopmate — feature for feature — 


se — . , . with others at even double its price . . . and you'll 
* 714" x 35%" oil-grease resistant platen with over 25 square inches see why it’s outselling all others by more than 2-to-1! 


of sanding surface! Outstanding features include: power-packed 2 amp. 


, , : ; 115 volt universal AC/DC air-cooled motor, special 
* Patented non-slip locking knurled rollers hold abrasive sheets tight! oil-crease resistant sealed-cell platen with 3/16” 


* Lightweight, easy to handle—weighs only 414 pounds! ince Pade ieteie Salbae wach nian hake tute 

* Finger-indented hand grip and auxiliary knob for precision control! 

* Uses s standard sheet of abrasive paper! 

* Complete with 9 abrasive sheets and lamb’s wool polishing bonnet! 
Big space ads in leading con- EVEN THE REGULAR PRICE 


sumer publications like Satur- 


day Evening Post, Popular LOOKS LIKE A SPECIAL... 


Science and Popular Mechanics 


are introducing this exceptional 
new sander to your customers. 
Get all the profit-making facts 
today! 
SUGGESTED 


pe ewes sw ee eee ewe ee eee eee ee eee ee ee ee oe oe 


mail to GEORGE WEATHERBY, Scales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois, Dept. HASS 


Please send complete information on the new 
Shopmate Oscillating Sander, including prices. 


NAME 
FIRM NAME 


ADDRESS___ 
RETAIL — 


PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street @ Chicago 20, Illinois 


ciITY 
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get set for 
fall pick-up ... 


home building 
heads upward... 


unemployment 
may increase... 


time to plan 
for ‘59 sales... 








A SUMMARY OF THE BUSINESSOUTLOOK FOR HARDWARE DEALERS 


Now’s the time to start planning your fall promotion in lawn and 
garden supplies. Although the spring season is past, plenty of sell- 
ing opportunities remain. Many new lawns will be going in right 
after Labor Day. That means sales of fertilizer, grass seed, hoses, 
sprinklers, etc. This is a market that many of your competitors, 
such as discounters and department stores, don’t bother to go after. 
You have the market pretty much to yourself. HA Recommendation: 
Check your stocks now. See where you need to fill in. Decide on 
what to clear out. Plan advertising and promotions for summer 
clearances and fall sales now. 





New home construction may finally be breaking out of its recent 
slump. This could signal an upturn for the economy as a whole. 
Reports of advance construction plans all show healthy gains from 
a year ago. Applications for VA and FHA mortgage appraisal! 
requests are the highest in years. HA Recommendation: Get your 
builders’ hardware department in shape for a possibie sales increase. 
Check building permit applications for names of prospects. Contact 
local builders to ask about their plans. Bid for their builder’s hard- 
ware business. 





Don’t be alarmed if June unemployment totals show an increase. 
The figures will be swollen by large numbers of students looking for 
summer jobs. The government counts every person looking for work 
as unemployed, regardless of whether he had been working or not. 
Real key to employment will be the number of persons holding jobs. 
HA Recommendation: Don’t let national unemployment figures 
blind you to the situation in your area. Much unemployment is cen- 
tered in a few key cities. Instead, get the employment picture for 
your area from your local state employment service. 





Many manufacturers have started bringing out 1959 lines. It’s 
time to think about futures buying. Stock control and inventory 
records during the next 60 to 90 days will give clues as to how much 
you should order for next summer. HA Recommendation: Watch 
sales trends closely. Decide on carrying stocks over next year or 
holding clearances. Good inventory control now will pay off in buy- 
ing adequate futures to have merchandise on hand for fast, early 
promotions in 1959, to avoid outs at the heighth of the early buy- 
ing season next year. 
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FROM 5 COMPLETELY STOCKED WAREHOUSES: 
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VAN 
CALIFORNIA 


Salesmen will call on request. 


Write For size Cards and Price List. 


Put your confidence in 
the QUALITY LINE... 


Vimy!l Weather Stripping Starter Rope 





Wood Glue Jump Rope 

Braided Nylon Line Mop Heads 

Seine Twines Wrapping Twines 

msi ace a enesone ween Orders of $75.00 or more, freight : 
Staging Chalk Lines prepaid. Orders of less than $30.00 
Venetian Slind Cord Parcel Post Twines f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Sash Cords Polished India Twines Calif., Marietta, Minnesota, Dallas, Texas, 
Clothes Lines Piastic Clothes Lines or Waynetown, Ind. Orders of $30.00 to 
Mason Lines Jute Twine $75.00 freight allowed to $1.00 per cwt. 
Fishing Lines Nylon Casting Lines 


Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


Cleveland Mills C 
ccrssusveo vos Gleveland Mills Company .......:.... 


14346 Bessemer St., Van Nuys, Cal. * Marietta, Minn. * 3104 Gaston Ave., Dallas 26, Texas * Waynetown, Ind. 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Tubular steel hatchet 


Shaped like traditionally popular 
hickory handle models this steel 
hatchet handle is permanently 
locked to flared inner eye of hatchet 
head. Pre-shrunk hickory plug 
with steel wedge is inserted into 
tube to keep head and handle tight. 
Natural rubber grip, bonded to 
steel, absorbs shock and provides 
in-hand comfort. 16-oz thin bit 





head heat treated to retain cutting 
edge. Vaughan & Bushnell Mfg. Co. 


For more data circle No. 1 on postcard, p. 73 


Square aluminum fry pan 


This 10 in. square aluminum fry- 
ing pan has temperature control 
chart on handle to make it com- 
pletely automatic when used on 
thermal eye burners or controlled 
heat units. Fries, stews, bakes and 
pan-broils. Tapered sides for easy 
turning of. food. Bakelite fittings 
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and high dome cover to give extra 
depth are other features. Wear- 


Ever Aluminum, Inc. 
For more data circle No. 2 on postcard, p. 73 


High ampere '/4 in. drill 

Do-it-yourselfers and 
sional carpenters will want the 
Triple-Tone %%-in. electric drill 
rated at a powerful 2.7 amperes. 
This No. 149 DL deluxe has copper- 


profes- 








plated gear case, die-cast aluminum 
light-weight housing and _. black 
anodized screws, spacer and trig- 
ger. Has three-wire, 7-ft cord, two- 
pronged plug and ground adapter, 
gear chuck, key and holder. List 
$29.95. Mall Tool Co., Div. Rem- 
ington Arms Co., Ine. 


For more data circle No. 3 on postcard, p. 73 


Low-cost janitor mop stick 


Designed to combine low cost 
with long service the No. 11 mop 





stick has an exclusive method of 
anchoring the 14-in. bale into hard- 
wood handle. The 7-in. head is cast 
of ductile iron and entire metal as- 
sembly is cadmium finished for rus! 
resistance. Handles are 1'% x 54 in. 
hardwood sanded and 

Erie Mop & Wringer Co. 


For more data circle No. 4 on postcard, p. 73 


lacquered. 
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Want more information on these 


products? Then use free post- 
card on page 73 





THAT CAN HELP 


YOU BUILD BETTER STORE PROFITS 





Promotional model grill 


Designed for the backyard cook 
who wants a low-priced grill, this 
3'-in. diameter model Party Pal 
broiler stands 11 in. high. Legs 
fold under for easy traveling or 
storage. Grill removable for easy 





"Paaty #04" 8G. be 
PACERS = tM e: "ee ‘ 


cleaning. Retails at $1.98. Mason- 
ware Co. 


For more data circle No. 5 on postcard, p. 73 


10 qt minnow tow bucket 

This two-piece floater-type min- 
now bucket can also serve as a 
handy marker buoy. The cone 
shaped lid reduces drag in towing. 
Sait can be towed without fear of 
drowning while trolling or moving 
to other fishing grounds. The lid 
is marked with a red spiral for 
buoy duty. This 10 qt Old Pal 
bucket is equipped with a swivel 
chain. Also available from Old Pal 
are a minnow Oxy-Charger; Hand- 
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E-Floater; Sportsman heater and 
grill; and a picnic grill. Old Pal, 
Inc., Animal Trap Co. of America. 
For more data circle No. 6 on postcard, p. 73 


Garage door hardware set 
Here’s a swing-up set of resi- 
dential garage hardware, No. 2734, 
for double car openings featuring 
operation, 


automatic minimum 





head room and side room. Designed 
for doors 150 to 300 lbs, swing-up 
begins when door is_ unlocked. 
Jamb brackets have holes for ad- 
justments to various door weights. 
Hardware is available in 7 to 16-ft 
widths, heights 6 ft 6 in. to 7 ft, 
and 7 ft to 8 ft. Stanley Hardware, 
Div., Stanley Works. 


For more data circle No. 7 on postcard, p. 73 


Bin-type canister cabinet 


This Kanister is said to be a new 
adaptation of bin type canister 








sets. Tilt-out features and easily 
removed bins plus provision for 
hanging will give user more coun- 
ter space. Krestline Bread Kabinet 
has wood cutting board, magnetic 
latch, removable shelf. Both items 
offered in copper, chrome, pastel 
colors. Kanisters list at $9.98 to 

(Continued on page 70) 
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TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 73 





HELP YOU SELL MORE 





Lock merchandising unit 
This compact lock merchan- 
diser takes up less than two square 





feet of counter space. Designed to 
spark impulse sales on regular 
quick-turnover items, the unit has 
a central blue panel flanked by 
wing-panels in bright red and 
framed in natural wood. Nighi 
latches, deadlocks, padlocks, cabi- 
net locks are among 24 items 
mounted on display. Independent 
Lock Co. 


For more data circle No. 8 on postcard, p. 73 


Christmas light merchandiser 


Colorama is the name of the new 
Christmas lighting merchandiser 
























pre-packed and pre-priced in a suit- 
case type display. It is wired and 
ready to plug in to sell its colorfully 
lighted Christmas decorations. It 
features illuminated indoor and 
outdoor Christmas light decora- 
tions. Noma Lites, Ine. 


For more data circle No. 9 on postcard, p. 73 


Bowl cleaner has new label 
Redesigned eye-catching labels 
are now used on both regular and 
giant-size Sani-Flush bowl cleaner 
containers. Labels are done in yel- 
low, red and blue, tie-in with cur- 


__“S — 


ant sizt 


Sani- 
Flush 


lOILET BOWL 
CLEANER ! 


~~ 












rent advertising campaign. Boyle- 
Midway, Inc. 


For more data circle No. 10 on postcard, p. 73 


Electric tape dispenser can 
Redesigned 10-roll dispenser cans 
of Plymouth electrical tapes will 
make them more eye-catching. Dis- 
pensers now match the Slipknot 
family of individual-roll cartons. 
Black friction tape is in orange and 
blue, PR_ splicing compound in 
black and deep red and new dis- 
penser for brown friction tape 
matches revamped individual car- 








tons in deep brown and yellow. 
Tape Div., Plymouth Rubber Co., 
Ine. 


For more data circle No. 11 on postcard, p. 73 


Metal protection display 

This metal protection service 
station is a floor display for three 
products; Derusto, Derusto Spray 
and Derusto galv-a-grip. Full-color 
sign promotes these lines. Wrought 
iron rack and sign are free with 
assortment No. 50. Stand measures 
19 x 16% x 34 in. Total retail 





value of assortment is $85.04. Mas- 
ter Bronze Powder Co., Inc. 
For more data circle No. 12 on postcard, p. 73 


(Continued on page 84) 
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Four reasons why SCHOOL LUNCH KITS 


® 


LEAD IN 1958 


PRESSURE SEAL 
POLLY RED TOP® STOPPER 


Now on all 10-0z. vac- 
uum bottles manufac- 
tured by THERMOS, 
this new stopper is 
easy for children to 
remove and replace. 











REVOLUTIONARY NEW 
TIP PROTECTOR AND 
SHOCK ABSORBER 
CONSTRUCTION PROTECTS FILLER 
FEATURES AGAINST BREAKAGE 











EXCITING 
NEW 
DECORATIONS 





A complete new line of deco- 
rated kits and companion bot- 
tles with special appeal to 
youngsters of all ages . . . and 
parents, as well. 





ROY ROGERS CHOW WAGON SATELLITE REO BARN HIGHLAND PLAIO 








3 . NOW, THE FAMOUS THERMOS® NAME 
BRAND IS PROMINENTLY DISPLAYED ON ALL 
IDENTIFICATION THESE SCHOOL KITS WITH THIS LABEL 








a 


POWER-PACKED 
PROMOTION 





NATIONAL ADVERTISING IN "FREE NEWSPAPER FREE STORE 
THE SATURDAY EVENING POST MAT SERVICE DISPLAY MATERIALS 








THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


Canadian Thermos Products, Ltd., Toronto * Thermos, Ltd., London 


IT ISN’T A THERMOS PRODUCT WITHOUT THE THERMOS TRADEMARK 
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© STOPS AUTO 

BODY SQUEAKS 

and binding on 

any metal, wood, 
leather, Plastic or 
rubber Surfaces—car 
windows, doors, trunk 
lids, hoods, etc. 


® PROTECTS rubber insula. 


tion, weather-stripping. 


tires, plastic "UPholstery 
S€at covers. 


© REPELS WATER from fabrics and 
COvers exposed to weather. 

® KEEPS LEATHER PLIABLE 

© LUBRICATES household drawers, 
oors, windows, hinges, locks. 

* PROLONGS LIFE of all rubber 

and plastic £00ds, 

® PROTECTS FOOTWEAR, SPort goods. 
© KEEPS LAWNMOweER, garden tools, 
cycles clean... eliminates Squeaks. 


Recommended retail " PENETRATES HARD-TO-REACH PLACES. 


$1.59 6-oz. Size 


MAKES) G8 on every 12 cays 


ON GLIDDEN 
SILICONE suck SPRAY 


' SiLicc 
You sell for $19.08 Complete Merchandising : ¥ 'SPRA 

Package “% ora, 
You pay only $11.40 


Silicone Slick Spray is backed 

with a complete Package of 

dealer merchandising aids, 

° 12-can self-display carton requires 
minimum space 

* Colorful 10” x 30” window banner 


® Small Space dealer newspaper ads 
in mat form 


up 


Se eeoaeaneoee 
ns ewaewe es = 
rte eee ee ee 


i any a 
eee Union Commerce Building 
ep . - ’ 


Cleveland 14, Ohio 


i 

' 

: 

i 

i 

ai ; 

cases (12 6-0z. cans each) of Silicone 

Please send > iadiptarancsne : 
Spray, and merchandising : 
' 

i 
L 
i 
i 
! 


aS ye 








Your Name 





Company Address 


Jone State 





, 
' 

' 

j 

i 

' 

i 

: 

§ Company Nome 
£ 

, 

. 

' 

! 

' 

' 


ed 
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new products 
new profits 
in Weldwood Finishes 





A SPECIAL INTRODUCTORY OFFER TAILORED TO YOUR OWN NEEDS * 











New products, new package 
Wood Finishes 


New Weldwood Satinlac’ 


for beautiful natural wood effects 


New, improved Satinlac formula offers more body, 
less odor, easier brushing. Satinlac needs no under- 


"aig, ea Seca my , WELDWOOD 
coating—it is its own best sealer. SU 


Seals Primes Finishes 


Goes further—only 2 coats are needed instead of 3, because ‘ 
new, improved Satinlac contains twice as much solids as 4 
formerly. ‘ 

4 we 





































Gives greater protection—resists water and alcohol, contains 
exclusive Ultra Violet Ray Screen to inhibit the effect of 
sunlight on the color of the wood. 

New beauty—water clear new Satinlac brings out the natural 
beauty of the wood without the “built up” look of 
ordinary finishes. It will not yellow or darken with age. 

Easier to work with—superior solvents, developed after years 
of research and testing, provide better flow. New Satinlac 
sprays or brushes more easily, gives a beautiful “hand 
rubbed” satin effect without the labor. Dries completely 
in 3 to 4 hours. 

More pleasant to work with—greatly reduced odor is the result 

of specially developed modern solvents. 





New Weldwood 
Satiniac’ Lightener 


for absolute fidelity to 
native wood color 


To prevent the darkening or “wetting” look that 
normally occurs when virgin wood is finished, Satinlac 
Lightener is recommended as a first coat under 
ai Satinlac. 


“OAT cop AW EXTRA pice Makes “‘invisible’’ protection possible—a unique anti-wetting 

agent in new Satinlac Lightener preserves the look of 
freshly cut and sanded wood, yet it prepares the surface 
for subsequent protective coats of Satinlac. 

Affords new beauty in wood finishing—for the first time, fresh, 
natural finishes are possible that are as light in color as 
the native wood itself. 


f 
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by Weldwood 


New Package Design 


to attract your customer's eye, 
to increase your sales 





Now all Weldwood Wood Finishes—Firzite®, both 
Clear and White, new Satinlac, and new Satinlac 
Lightener—are packaged with smartly-designed new 
labels for easy identification. 


Ful} customer acceptance—each label prominently displays 
the Weldwood name—ihe best known name in plywood, 
adhesives, and finishes. 


Better visibility—modern, colorful labels tell clearly what the 
products are, what they will do, and create the urge to buy. 


Assured customer satisfaction—complete directions and full 
product descrrptions on every label assure desired results 
with a minimum of effort. 


Weldwood Firzite- 
Clear and White 


excellent primer and presealer for smooth, 
even finishes on all woods 


ON SOFT WOODS (such as Fir Plywood )— Firzite 
subdues wild grain and minimizes checking, saves 
paint, makes it easier to apply, assures even stain 
penetration. 

ON ALL WOODS (hard or soft, plywood or solid )— 
Firzite provides an excellent oil stain when thinned 
and tinted with colors-in-oil. 

Use Clear Firzite before staining or varnishing; prior 
to finishing Exterior Fir Plywood; as base for dark 
stains like maple, oak, walnut, etc. 

Use White Firzite as undercoat for paint and enamel: 
for blond and pickled effects on all woods; as base 

for pastel and gray stains. 


design, more profits in 
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Full 40% Discount 


on all Weldwood 
Wood Finishes 


Fast-selling Weldwood Wood Finishes now give you 
the biggest profit opportunity in Weldwood history. 
And because they’re backed by extensive national ad- 
vertising to both consumers and the wood finishing 
trades, the growing demand for these high quality 
products means more sales, more dollars for you. 


*40% discount on orders of 12 gallons or more of Firzite 
Satinlac, and/or Satinlac Lightener—any combination 
of products, and sizes. 

































DEPT. 95 


ORDER FORM 
UNITED STATES PLYWOOD CORPORATION 


55 W. 44TH ST., NEW YORK 36, N. Y. 





This colorful display with 27 real wood samples shows 
your customers the wide variety of effects they can get 
with Weldwood’s new line of quality wood finishes. This 
versatile permanent display can be used flat, or folded in 
a variety of ways, on your counter, aisle end, or wall. 


Designed to boost your wood finish sales, the Weldwood 
Wood Finish display is yours free when you place your 
initial order of 12 gallons or more. Remember, you get 
the full 40% discount on every 12-gallon order you place. 


To assist you in ordering, products are packed as follows: 
pints—12 per case, quarts—12 per case, gallons—6 per case. 


| want to take advantage of your introductory offer (12 
gallons minimum). Please enter my order for: 








CLEAR FIRZITE 
WHITE FIRZITE 
NEW SATINLAC 
SATINLAC LIGHTENER 


Pints 


Quarts 











Gallons 














































Store name_ 








My name___ 


The above order entitles me to a free multi-use Weldwood 
Finishes Display. My choice is: 


| | #1 Counter Display | | #2 Wall Display 

















ATA ee 





Ship through my jobber 


Jobber address__ 


EET ae 


ETRE. 














New, Multi-Use Display 





Special Introductory Offer 


FREE with your initial order of 


12 gallons or more 
















































































#2 Wall Display 
a » ae 
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MOUNTED FLAT ON WALL 
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Weldwood: 


WOOD FINISHES 


PRODUCTS OF UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street ° 








New York 36, New York 


114 SHOWROOMS IN THE UNITED STATES AND CANADA 
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Tales 


nylon bristies 


QU PONT 


orf 


Rie us 


Pal 


Customers can work on any surface using today’s 





brushes with TYNEX® tapered bristles 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Smooth surfaces or rough ones, it makes no difference to brushes with TYNEX 
tapered bristles. Whether it’s fine wood or ragged stucco, they always give 
customers smooth, even flow. 

















The secret is tipped and “flagged” TyNex nylon bristles of varying 
lengths. They give brushes high pickup and easy, streak-free 
results with any finish. And brushes with TYNEx can be cleaned 
easily, dry fast, are quickly ready for the next job. 


Good reasons why more and more customers are 
asking for brushes with improved TYNEx bristles. 

Good reasons, too, why it will pay you to : 
stock the complete line... today! 


tTynex is the registered trademark for Du Pont 
nvion bristles. 





BRISTLING 









why dealers prefer PLAS-T 


<ee g 








Sir, did you go through a jobber? 


e BES> 
nw “ny You’re darn right he did. PLas-Tex is available only 
through established housewares channels. It’s just 
PL AS-TEX good business. Making PLas-Tex profitable for the 
retailer also makes it profitable for distributors and 
Pe for us at the factory. Your business is our business. 

a ga 
S EW h Write for our free merchandising brochure which shows with ful! color 
illustrations how to build profits with PLAS-TEX. 














THe PLAS-TEX CORPORATION - 2525 Military Avenue > Los Angeles 64, California 
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Over 1000 leading manufacturers of hardwere 
and allied products and lawn and garden equip- 

ment invite you to see their newest products, packag- 
ing and merchandising plans te be shown to the trade 
for the first time at the 1958 National Hardware Show. 
Fill out and: return the coupon today. Your 
badge, which wili admit you without 
further registration, will be 
mailed to you. 































pr. oe Pn ee rea ie ae : 
NATIONAL HARDWARE SHOW 1 
Suite 1103, 331 Madison Ave., New York 17, N.Y. i 
Please check below if you wish vs to make hotel reservations for you. j 
i P-wale), 7.us oo 
NAME TITLE 
HARDWARE SHOW -—-. 
STREET 
EXECUTIVE OFFICES , CITY STATE 
331 Madison Ave., New York 17, N.) TYPE OF BUSINESS ' 
Moray Mill 2-2 Please check below the classification of your business. | 
; be a [] Wholesaler [] Retailer [] Dept. & Chain Store Buyer | 
ol [_] tmporter-Exporter [_] Mfgrs’ Agent [(] Manufacturer [] Other 
rol (-tort-Mel Molt Amel’) Lela Melale Mi tilel) ‘h [_] Please send us your hotel reservation blank. | 
: Minors under 18 yrs. of age will not be admitted under any circumstances. i 


ARE RR mee Ek Me NE oe ee es mes well 
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King-Size Sweep-rake is almost as wide as 
three ordinary leaf rakes—sweeps a broad 
3-lane strip with single lane effort! 








It's wider than any lawn sweeper—picks 
vp embedded leaves—easy to use on 
slopes, bumpy lawns, up against walls and 
buildings, etc. Easy to clean— just flip over 
and wipe on grass. Easy to store—just hang 
vp on wall, 

















Its king-size “wingspread” is so wide it 
straddles two windrows of grass clippings. 
Does the job faster, easier, cleaner! 


26 
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New idea in Leaf Rakes creates 
new Profit Opportunity for you! 


With one s-w-i-s-h this new King-Size lightweight aluminum 
Sweep-rake does the job of three ordinary leaf rakes. Yet it 
weighs no more than a bow rake! 


And since it makes raking easier it means EVERYBODY is 
a prospect—everybody to whom you have ever sold a rake or 
other leaf-gathering device... including parks, golf courses, 
country clubs, institutions. Every home owner is a prospect 
because it sweeps a lawn easier, faster and cleaner... at a price 
he can afford on impulse! 


Handle, head and braces are of gold anodized aluminum. 
Rubber grip handle. The tempered spring steel tines are indi- 
vidually anchored in specially formed aluminum extrusion. 
Available in three widths— 44”, 36” and 30”. Retails for less than 
$10! Packed individually—one per ‘‘take home’”’ carton. You 
sell from a single tool on display. Easy to stock. Easy to carry out. 
Packed in 


non | Order NOW from your jobber! 


a. Write for FREE Promotional kit 


GARDEX INC. 


501 N. Carroll, Michigan City 6, Indiana 
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SENSIBLE 


---and ECONOMICAL 


Volkswagen Light Trucks have all these virtues. . . out- 
standing gas economy. . . air-cooled engine . . . no radiator 
problems... .sturdy construction that takes the bumps of 
rough terrain. Volkswagen has unusual visibility and 
ease of driving and parking. The Volkswagen Kombi 
gives hard goods retailers a whopping big 170 cu. ft. 


HONEST: DEPENDABLE 


VOLKSWAGEN KOMBI 


extremely easy—look at the wide side doors, as well as 
the rear loading door. Top and sides...front and rear 
give you a bonus in free space for distinctive advertising. 
But above all, remember: a Volkswagen costs less to buy, 
run and maintain. This we can prove! Sales and Service 
in 48 states. Look for your local Authorized Volkswagen 
Dealer with this Q) emblem. 


capacity, every inch usable and accessible. Loading is 


ei PANEL DELIVERY—has 170 

s cu. ft. capacity ... carries 
1830-lb. payload. Top and 

" sides... front and rear give 
you a bonus in space for 
distinctive advertising. 


VOLKSWAGEN DELIVERS THE 


Goods... FOR LESS! 


my Pick-uP—1764-lb. payload 


..45 sq. ft. floor area plus 


m, 20 sq. ft. in a weather- 


tight lockable compart- 
ment underneath. Sides 
and back drop down for 
easy loading. 


VOLK SWAGEN 
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Gasoline gum and varnish build up inside the fine 
carburetor of every power mower. The result is hard Pepe cn tng 
starting, low power, poor performance. You can do io Cee 
your customers a real favor — and build business 
for yourself—by recommending GUMOUT for 
power mowers. 














GUMOUT is the world’s number one carburetor 
cleaner. It quickly removes the gum and varnish that 
choke off the air and gas supply. And it’s so simple to 
use. Just add GUMOUT to the fuel. It cleans as the 
mower operates. 


You can sell plenty of this fast moving, nationally 
advertised carburetor cleaner. Order from your 
jobber, or write direct to us. 








Now —a specially refined, clean-burn- 
ing oil for power mowers that actually 
retards plug fouling and carbon build- 
up. Write for dealer catalog. 


GUMOUT DIVISION 


Pennsylvania Refining Company 
2680 Lisbon Road, Cleveland 5, Ohio 
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TOTS NEED 'EM 


#10 Trainer. Sturdy, colorful “learners” skates 
with peaceful rubber wheels that don’t stain, don’t 
slide and don’t make a mother-shattering racket. 








TEENS WANT 'EM 


#60 Deluxe. Fastest wheels ever strapped on feet 
‘cause they're rubber and ball bearing. Outlast steel 
—by actual laboratory tests. 


...and you'll THRIVE on ’em! 


Only WINCHESTER Offers Rubber-Wheeled Skates 
to BOTH the Age Groups That Need Them Most 





The Complete Line...Tots Through Teens 


WINCHESTER “TOT-TAILORED” LINE 





Winchester backs you with heavy impact advertising 
in the National Comic Groups, Parents’ Magazine and 
powerful point-of-sale material. Immediate delivery 
on all models from warehouses in E. Alton, IIL, New 
Haven, Conn., and San Francisco, California. Write 


today for details on our money saving dating plan. 
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Once again Winchester gives you an exclusive! The 
Winchester line is the only line that has a special sure- 
selling answer for those hard-to-suit skaters — the very 
young, and the seniors. There are rubber wheels for the 
tots — silent, slow and safe. Rubber plus ball bearing 
wheels for the hard-riding teens — they go like sixty and 
wear better than steel. A mighty hard wheel to wear out. 


Order today, for the big season ahead! 
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WINCHESTER-WESTERN DIVISION: OLIN MATHIESON CHEMICAL CORPORATION+> NEW HAVEN 4, CONN. 
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Yes, I'm a Jalware Dealer because 


“top quality ware is 
easy to sell” 


You get fast turnover with Jalware, the complete 
line with extra eye appeal. Every item is priced to 
sell, built to last longer. Completeness of the J&L 
line simplifies inventory, ordering and stocking. 
Over 260 leading jobbers across the country pro- 
vide fast, dependable delivery. For extra profit, 
order Jalware today from your local jobber. Or 
write direct to Jones & Laughlin Steel Corporation, 
405 Lexington Avenue, New York 17, New York. 


VISIT J&l’'s GALVANIZED 
WARE EXHIBIT 


BOOTHS 255-257 


National Housewares Manufacturers’ Exhibit 
Auditorium, Atlantic City, New Jersey 


JULY 7-11 








“THE SUBURBAN” 
GARBAGE CAN 


The cans are built to 
hold up under rugged 
ste @e | | treatment . . . look good 
=e ee Fee for years. New cover 
ee eee E design wards off heavy 
blows, has streamlined, 
clean appearance. 
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Let’s keep things cooking with 


| REVERE WARE’S 
; SPECIAL 
OMBINATION OFFER! 


yy 12Qt. Covered Sauce Pan 
‘- and 
FREE Measuring Cup Utensil 


(Catalog No. 1562) 


BOTH for only $ 
(A regular $8.00 value’ 
*Price shown above 


recommended by manufacturer. 

















This practical measuring cup utensil 
has many uses: 


@ MEASURING CUP @ FOOD WARMER 
@ BUTTER MELTER @ CHILD’S TOY 
@ FOOD SERVER @ IVY PLANTER 


Both utensils packed in the same box for easy handling! Large three-color label on 
each box shows exactly what’s inside—makes a beautiful display. 
Write to us now for news mats, glossies and colorful window streamer. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, New York « Clinton, Illinois « Riverside, California 
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| BIG DEMAND FOR 


Dealers report phenomenal sales success! 


Latest reports from Kaiser Aluminum Shade- ofthe nation, news of spectacular sales and profits 
Screen dealers indicate that 1958 will be one of continues to flood the wires. Here’s what enthu- 
the biggest selling seasons ever. From every part siastic dealers are saying about ShadeScreen: 
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Minneapolis, Minn.: S. P. Richardson of Louisville, Ky.: Paul C. Scobee of Scobee Bros. Pasadena, Calif.: Jim Davee of Lincoln 
Lyndale Hardware reports, “We sold Hardware Co. reports, “We kad trouble keep- Avenue Lumber & Mill Co. reports, 
out our first order of ShadeScreen in ing up with demand. ShadeScreen really took “We sold a home ShadeScreen for 16 
two weeks flat. During the past year, hold down here. We expect ’58 will be our windows and a patio. Next, we had or- 
we've upped our sales 125%.” most successful selling year.” ders from six more homes in the block.” 








Moline, lll.: Keith Winters of Builder Fort Worth, Texas: L. G. Lacy of Leonard’s re- Plainfield, N. J.: Dick Loizeaux of J. D. 
Lumber Co. reports, “Sales for 1957 ports, “Kaiser Aluminum ShadeScreen is Loizeaux Lumber Co. reports, “We ran 
were up 140%. Once we saw what mighty big down here in Texas and that a consistent schedule of newspaper ads 
ShadeScreen could do, we planned an means Texas-style sales, too. Naturally, for before last year’s hot spell and all dur- 
advertising campaign that pulled in the coming season we expect Texas to be lead- ing the hot months. It paid off plenty big 
sales from 20 miles away.” ing them all in sales.” for us and we’re going bigger this year.” 


SEE “MAVERICK” ¢« SUNDAY EVENINGS, ABC-TV NETWORK ¢ CONSULT YOUR LOCAL TV LISTING 





SHADESCREEN 





ShadeScreen dealers can report such remarkable success because ShadeScreen is such a truly 
remarkable product ...it keeps rooms up to 15° cooler! 
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Hot sun rays 
bounce off. 
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1. Kaiser Aluminum ShadeScreen is made 
of thousands of tiny horizontal slats 
(called louvers) permanently slanted 
to shade and cool room interiors. 





vf 














4. Yet cooling breezes and daylight pass 
right through. You stay delightfully 
cool and comfortable throughout the 
hot summer days. 


Solid Sales Support! 


Kaiser Aluminum backs up its ShadeScreen deal- 
ers with one of the most complete advertising and 
merchandising programs in the business. 

Special hard-hitting newspaper ads in selected 
markets across the country hit ShadeScreen pros- 
pects when summer sizzles and sales are hottest. 

Professionally prepared ad mats, TV and radio 
scripts are furnished free to dealers. With Kaiser 
Aluminum’s co-op advertising program, dealers 
are reimbursed for 50% of all local ShadeScreen 
advertising up to $500 per year. 





SLADESERE ape /, KAISER 


* Trademark—a louvered screening product made by Kaiser Aluminum 


Kaiser Aluminum also provides window and 
store displays, product displays, mailers and other 
merchandising aids free of charge. 


Stock, Display, Advertise Now! 


2. From the side, ShadeScreen’s little 
louvers look like this... 
to the inch, slanted at a 17° angle to 
block heat rays. 


17 louvers 





5. ShadeScreen cools, shades and screens 
as no ordinary screening can. This 
amazing window screen offers you an 
unbeatable exclusive selling story. 









Thus, heat 
can't be 
trapped 
inside. 


Sun can't reach 
window glass. 

















3. Hot sun is stopped cold. No harsh glare 
can get through either. Rooms not 
only look cooler, but actually are up 
to 15° cooler! 


® Keeps rooms up to 15° cooler 


® Reduces glare and prevents 
sun-fading 


® Gives daytime privacy 

® Lowers air conditioning costs 

® Won't rust~minimum maintenance 
® Easy to install 


® Keeps out flying insects 


> rede e > =, 


é 
E 


Be ready for the biggest ShadeScreen selling sea- 
son ever. Make sure your stocks are complete, 
that you have all needed display and advertising 
material. Contact your ShadeScreen jobber, or 
write: Kaiser Aluminum & Chemical Sales, Inc., 
Merchant Products Dept., 919 N. Michigan Ave- 
nue, Chicago 11, Illinois. 
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New DuPont (combo) 


WORLDS FIRST 2 IN [ SPONGE / 





EXCLUSIVE. Nothing like it on the market. One side scours with 
abrasive plastic . . . flip it over, the other side is absorbent 
cellulose for wiping. In three popular color combinations. 


VERSATILE. The “Combo” is perfect for scrubbing bugs off wind- 
shields, removing stubborn road dirt and scouring white- 
wall tires. Does all household jobs faster and easier, too. BETTER THINGS FOR BETTER LIVING 


PROFITABLE. Priced to sell—39¢ suggested retail. Buy one carton -o+ THROUGH CHEMISTRY 
—36 sponges—at $8.64—retail value $14.04. Your profit is 
$5.40 per carton. Order the new “Combo” today from your 
Du Pont No. “7” supplier. *SYNTHETIC SPONGE 


REG. U. s. PAT. OFF 


ANOTHER FAST-MOVING PRODUCT FROM THE DU PONT No. “7” LINE 
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TREATED WITH RESIN & VINYL plus ALUMINUM 


Here is a completely new kind of tarpaulin . . . a tar- 

paulin that means extra sales for you! Here's why: 

The new Eagle Tarp treatment actually is two sepa- 

rate treatments. First, the canvas is treated with a 

RESIN bath implanting millions of particles through- 

out the fibers. Then the canvas is baked in a gigantic 

100 foot oven. This baking process actually seals the 

Resin into the canvas. Now the canvas gets the 

second treatment containing VINYL and ALUMINUM 

and is re-run through the oven a second time. The 

second baking process fuses the tough Resin finish 

and the Vinyls throughout and within the canvas to 

create a treatment never before available. This 

C 4 p i T i 0 * A q [ | exclusive Double Treatment means that Eagle Farm 
[j a 0 Tarps and Truck Tarps are metallic tarps . . . and are 


more water and rot resistant plus far superior in 


ruggedness and strength! 
1 A i A ft Only Eagle Tarps have ali these Selling Features: 


eDOUF.c )REATED FOR GREATER 
WATER AND ROT RESISTANCY 


ah e ALUMINUM TREATMENT REFLECTS 
” 90% OF SUN AND HEAT RAYS 


e ROPE BOUND IN HEM... TAKES 
STRAIN OFF CANVAS ... GROMMETS 
WON'T PULL OUT 


e INDIVIDUALLY PACKAGED AND 
ALSO AVAILABLE IN ASSORTMENT 
WITH FREE DISPLAY RACK 


e UNCONDITIONALLY GUARANTEED 
FOR ONE FULL YEAR 


\ e TRIPLE SEWED SEAMS AND 
re laltohaantl — a . DOUBLE SEWED HEMS 


4 OUT OF 5S HARDWARE 
WHOLESALERS CARRY EAGLE TARPAULINS 


H. WENZEL TENT & DUCK COMPANY ST. LOUIS 17, MO. 
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Swrinmng extra sales 
your way 
writh this 
action display! 





DISPLAY 
MOUNT 


for Guardian Locksets 





FRONT: Red swing panel; 
Oyster-White fixed panel 


$20 Value 
FREE! 


Without extra cost... . this 
colorful, sturdy #K-698 
Gvardian Display Mount, 
complete with hardware, 
will be sent to you for 
your order for: 

5 cases of stock locks and 
latchsets including at least 
one case of Keyed Sets 
(20 sets per case) 


low-price field! 





and profits for you — in builders’ hardware! 





You'll make extra sales coming and going with this 
two-sided, top-selling Corbin swing display! It’s a 
compact counter unit offering a complete selection of 
Guardian lock designs, matching trim, most important 
lock functions, plus regular and extended backsets. 
Best of all, it invites selling action — lets customers 
see first-hand why smart styling and smooth operation 
make the Corbin Guardian the best lock buy in the 


Send your order in today. Ask, too, about the many 
other valuable Corbin sales aids, merchandising ideas, 
and planned promotions that help make more sales — 


Oyster-White fixed ponel P & F CorBin Division, The American Hardware 


Corporation, New Britain, Connecticut. 


Seo oop BVUILDODINGS OBESSEeRVE CorRseiwn HARDWARE 
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What attracts a modern shopper ? 
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Wicwan SHOPPERS are automatically attracted to smart, inviting, up- 
to-date stores. That’s why so many businessmen are modernizing with 
fresh, eye-appealing Pittsburgh Open-Vision Store Fronts. 

Merchants throughout the country have reported increases as high as 
70% in traffic, sales and profits following a thorough modernization 
with Pittsburgh Store Fronts. The open-vision design provides real 
“attraction power’ by giving people a clear view of the sales floor from 
the street. Once they see the merchandise, their interest and curiosity 
will bring them inside to become paying customers. 

It will profit you to learn about the wide variety of Pittsburgh Store 
Front Products. There’s Pittsburgh Polished Plate Glass and Twispow* 
Insulating Glass Units for the open-vision front, supported by Prrrco® 
Store Front Metal. Tuserre® and Hercuutre® Doors, Pittsburgh Door 
Frame Assemblies and Prrrcomatic® Automatic Door Openers can be 
used to complete your new or remodeled store front. 


FREE BOOK. For moreinforma- 


tion on Pittsburgh Open-Vision | Pittsburgh Plate Glass Company 

Store Fronts, send in the coupon Room 8240, 632 Fort Duquesne Bivd. 

and we'll be glad to send you Pittsburgh 22, Pennsylvania 

our new store front booklet. Please send me a free copy of your booklet, 
| “Put Your Best Store Front Forward.” 
| SD 5. EES ne a. dk eek Os C46 OSes Oo 8 Hee a OS 68 ws 6 wei Rhee? 
| NE Seas Bae 60K So Ke Eis 0 hae hK GARGS GHA ae Raa 
R sc 6 bk cae eed eel woes te ses Cesnbeee PR ase UU eee a oh v3 









RRAAR RO 
“ OF SERVICE FOR SEVENTY-FIVE YEARS 
' 
ANNIVERSARY 
Fe gallons a IN CANADA: CANADIAN PITTSBURGH INOUSTRIES LIMITED 
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These new tools mean business... 


They’re Powerful! Screwdrivers! BIG 


These unique new Millers Falls “Driver-Drills” 


handle both delicate and heavy work. Geared down 
to 275 RPM, they provide extremely high torque BUSINESS 
so professionals or amateurs can do accurately con- 
trolled, free-hand driving. Full 2.0 amp. rating — 
plenty of power for driving or drawing wood screws | | 
up to #10 x 3” and machine screws up to 4”. or g | 


They’re Powerful Drills! 









Millers Falls “Driver-Drills” quickly convert to 
sturdy 3” drills for boring wood or metal. Side 
handles are reversible, and quick-change chucks fit 
all 4” hex shanks. A wide line of accessory sockets 
and bits are available. 

Order Millers Falls “Driver-Drills” now so you'll 
be ready to meet the big demand. 





MILLERS FALLS 
sgele) a 










ACTON NGA HN eh aM RAY MOO 


® MILLERS FALLS COMPANY 2 TOOLS IN 1! The “Driver-Drill’” makes 


ss light work of hanging doors — many other : 
Dept. HA-31 jobs. With screwdriver bit, it drives the 
Greenfield, Mass. screws. With special chuck, it drills lead holes. . 
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Store management 





How a supermarket man runs a 


Superhardware store... 


Here’s how a former food store manager 


transformed a large supermarket into 


a modern hardware store that will give 


chain competition a run for its money 


How would a supermarket grocery store man- 
ager design a big hardware store? What super- 
market ideas would he use? Which ideas would 
he discard? 

These questions came to a test recently. The 
answers are laden with down-to-earth ideas 
that will help you compete successfully with 
chains and other modern competition. 


The tools to do a successful competitive job 
are, briefly: aggressive sales promotion and 
tight inventory control in a well laid-out store 
full of modern, functional fixtures. Here’s how 
a dealer uses these tools: 

Handi-Mart Hardware, the 35th store in the 
stores program of Rose, Kimball & Baxter, Inc., 
Elmira, N. Y., wholesaler, opened on March 27 


This superhardware store uses the best of supermarket techniques. 











at Elmira.* It opened against fairly heavy 
odds. 

Handi-Mart has to battle chains in competi- 
tion for the consumer’s dollar in a buyer’s mar- 
ket. It opened with a plan to sell hardware by 
using the same methods that make money for 
the chains. 

Without the wide merchandising background 
of manager Martin J. Gieschen (rhymes with 
Titian) and a well rounded wholesaler’s store 
program, Handi-Mart might not stand a chance 
to succeed. 


Q—Mr. Gieschen, how long have you been in 
the hardware business? 


A—I grew up in the food supermarket business 
with my father, John, and my brother, Alwin. 
We formed a corporation and started Handi- 
Mart. None of us knew anything about hard- 
ware at that point. 


Q—With so little hardware background, how 
do you account for such a handsome and obvi- 
ously successful store? 


A—wWe put the whole problem into the hands 
of Rose, Kimball & Baxter and Paul L. Cos- 
grave, of Cosgrave & Associates. 


Q—Then you must have a good dea! of faith in 
your wholesaler’s dealer program? 


A—Yes, I’m sold on it. 


Q—HARDWARE AGE has often said that indepen- 
dent dealers can survive against big chain com- 
petition. How do you feel about this? 


A—You’re right, of course. 


In the independent food business, my father, 
brother, and I have enjoyed success in spite of 
terrific chain competition. We did so only be- 
cause we used the best of the chains’ methods, 
plus some good ideas of our own. 

We’ve felt that if our methods worked in 
food, just about the most competitive of all 
businesses, they would work in hardware. So 
far, we know we're right. 


Q—Do you believe that being new in the hard- 
ware business is going to be a great hindrance? 


A—No, I don’t, and there are several reasons 
why. 


Succeeding in the tough retail market of to- 
day is as much a question of knowing merchan- 





* Editor’s note:—In the August 15, 1957, Hardware Age (pp. 
60-66) the Rose, Kimball & Baxter stores program was described. 





How a supermarket man runs a superhardware store 


(Continued ) 





Elmira's Mayor Edward Moores cut the ribbon at 
Handi-Mart Hardware's opening. Others present 
(from left): Mrs. Ethel Parker, radio station WELM; 
Martin J. Gieschen, president of the Gieschen 
Corp., store owners, and store manager; Alwin A. 
Gieschen, vice-president of Gieschen Corp.; John 
C. Gieschen, secretary-treasurer of the corpora- 
tion; and (lower right) S. R. Rose, president of 
Elmira's Assn. of Commerce, and president of Rose, 


Kimball & Baxter. 





Every fixture, bin, and color tone was engineered 
to add to the sales appeal of a specific line of 
merchandise. 


dising principles and theory, as being inti- 
mately acquainted with specific items. 

I believe that you can apply the techniques 
of food selling to hardware selling, learning 
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Here is the Handi-Mart color scheme for each 
counter, plus a general floor plan. Each color was 
selected because it is best suited for a particular 


line of merchandise. 


Numbers below refer to 





How Handi-Mart color-keys merchandise for extra sales appeal 






matching numbers on the floor plan. 


Shopping cart lineup. 
Front and rear checkouts. 
Pet supplies. 

Color: Bishop green. 
Sporting goods. 

Color: Bishop green. 
Hand tools. 

Color: Mimosa yellow. 
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ware. 

This thinking applies right 
buying, stock control, display, 
vertising, etc. 


HARDWARE AGE, JUNE 19, 1958 





down the line: 
promotions, ad- 


Power tools. Fon | | | 
Color: Mimosa yellow. 3\ 32 | SB : 4 
Seed, fertilizer. oe ia 

Color: Mimosa yellow. : Lats 

Fasteners. ‘Saaes Bi cae 

Color: Mono blue. | Bi | ) 
Builders’ hardware. | 27 23, (29) |30 
Color: Porcelain blue. | | | 
an — — 

‘olor: Mono blue. oe 
Rental tools. | i : “ | est lee 
Lawn & garden supplies. | | 
Color: Mimosa yellow. | STOCKROOM a bs ROR 
Paint. (2000 SQ.FT.) B 
Color: Peach tan. | g POR pe Bas 
Galvanized ware. | S 17 18 19 2 
Color: Grotto blue. pe iG 

5 Cleaning & laundry. mane: 
Color: Mono blue. 
Paint sundries, service. :. Bese Be 14 oe Se = 
Color: Peach tan. ee 
Galvanized ware. 
Color: Grotto blue. This floor plan was engineered along supermarket lines. 

Laundry 
Color: Grotto blue. 

Waxes & polishes. 25 Plastics & rubber goods. 31 Seasonal—seeds. 
Color: Mono blue. Color: Arbutus pink. Color: Mimosa yellow. 
Plumbing supplies. 26 Seasonal-insecticides. 32 Kitchen gadgets. 
Color: Slate purple. Color: Mimosa yellow. Color: Mono blue. 
Bathroom accessories. 27 Electrical. 33 Kitchen gadgets. 
Color: Slate purple. Color: Mono blue. Color: Mono blue. 

Drapery hardware. 28 Light bulbs & fixtures. 34 Glassware. 

Color: Slate purple. Color: Gray. Color: Arbutus pink. 
Step stools, tables. 29 Housewares—cookware. 35 Traffic appliances. 
Color: Mono blue. Color: Arbutus pink. Color: Slate purple. 
Housewares, tinware. 30 Pantryware. 36 Giftwares. 
Color: Porcelain blue Color: Grotto blue. Color: Rose. 
the language and item-by-item details of hard- Q—Let’s cover some details in brief. How 


about things like store size, major departments, 
personnel, parking, etc.? 

A—Well, we’ve got an 8000 sq ft building, on 
one floor. About 2000 sq ft is for storage, and 
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How a supermarket man runs a superhardware store 


that’s plenty. I firmly believe that merchandise 
belongs on the sales floor, not in the stockroom. 

We can park 50 cars, and usually do during 
our three night openings a week. We’re right 
in the middle of the downtown shopping area, 
so there is usually plenty of traffic. 

There are five full time people and three 
part time on the staff, including me. Each per- 
son has stock control, display, and sales duties 
in a specified part of the store. 

My cash register has five department keys. 
During our opening event, those departments 
were recorded for sales volume in this order: 
Housewares, general hardware, lawn and gar- 
den, sporting goods, and paint. 


Q—How about some details on your opening 
sales promotion. We hear you went overboard? 
A—We did, all right. But it was worth it. The 
Sunday before our Thursday opening, we 
started our radio whispering campaign. All 
we said on the radio, at least at first, was 
“Visit Handi-Mart.” Of course, at that point 
no one had ever heard of Handi-Mart. The 
public was curious. 


(Continued ) 


We had 100 radio spots before we ran a full 
two pages of opening sale advertising in the 
Elmira newspaper. Our ad played up free 
prizes, good ones. We announced mystery prizes 
every 15 minutes during the opening. We gave 
away 3600 bottles of soft drinks, and we gave 
free coffee with appliance demonstrations. 

On opening day we did a one hour radio show 
right from the store, a sort of man on the street 
deal. That kept traffic coming in all evening. 
We spent $1,000 in all for sales promotion as 
part of our planned 6 percent ad budget for 
the first year. 


Q—How did your promotion pay off? 
A—Fine. We had more than 8600 customers 
register for prizes in three days. Better than 
a third of those folks bought something, in 
spite of our so-called recession. Every depart- 
ment did well. 

Just about 32 percent of opening sales vol- 
ume was in specials. For example, we sold 10 
dozen brooms in the first 30 minutes, and about 
65 dozen in all. 

We had other fast sellers, lots of them. We 


Versatile fixtures vary depending on what merchandise they hold. No two are exactly alike. 
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moved more than 600 plastic buckets in half a 
day. Bulk items like brooms and buckets go 
out of the store unwrapped. Each one is a 
walking ad for your sale. And when you sel! 
a woman an empty bucket, she’s almost bound 
to fill it with small items in your store. 


Q—Would you care te discuss things like in- 
ventory and planned sales? 

A—We had an opening inventory of roughly 
$45,000 at retail. This covers something less 
than 7000 items. Of that number, about 6500 
items are on the Rose, Kimball & Baxter basic 
staple item list. Of the 6500, just over 5000 
items are basic-basic staples. 

To me, the basic-basic staple list is the heart 
of a successful store’s operation. I know the 
value of keeping the list current on price and 
item changes. The list gets constant attention. 

I’ve also learned that a basic-basic staple 
means business, every hour of every day. 

We’re hoping for an eventual sales volume 
of up to $300,000 a year. Of course, we will 
settle for a good deal less while we’re getting 
our feet wet. 


Q—How do you control your staples? 

A—We count all staple items at least once a 
month. Each clerk in the store counts stock 
every day. Each clerk spends a little while in 
the morning on his section, rather than try to 
do it all at once. When we order a staple, it’s 


always a six-week’s supply. That way, our low 
point is always two weeks’ stock. 


Q—yYour store is unusual in that there is not 
a single item behind cupboards, in drawers, or 
nidden from view in any way on your sales 
floor. Would you care to comment on this? 
A—Indeed. You can’t sell what cannot be seen. 
Every item has to be where it can be seen and 
handled. 


We think that display is very important. Take 
our islands. They were designed and custom 
built to plans engineered specifically for the 
needs of this store. 


Each island has six selling levels. To me, 
they are each equal to two or three of many 
types of conventional fixtures I’ve seen. Each 
unit is portable. That is, each can be moved 
across the floor in minutes. And this is fact, 
for we moved several at the last minute before 
sale time. 


Most of the islands are 5 x 9 ft. We use those 
flexible “H” islands in key locations where we 
want to rearrange displays often. 


Q—You call yourselves a self service store? 

A—Yes. We don’t pester customers with “May 
I help you?” nor do we ignore them. We let 
them shop leisurely, but give full attention 
when it is needed. We have a checkout station 
at each end of the store. © End 


Most of Handi-Mart's fixtures have six selling levels, each of which is used right down to the last inch. 
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How to get those 


Extra Toy Profits 


Here are two dealer-tested ideas to put on a Christmas promotion, 
getting it off to a fast start with plenty of big ticket sales 


early in the season, plus help in making out your fill-in orders 


Displays are based on related line merchandise. 
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Are you happy with your toy volume? Are 
you casting about for a bang up promotion for 
the coming Christmas toy season? 

If you are looking for toy selling ideas here 
are two tested, sales-producing ideas: 


(1) Go heavy on lay-away. 


(2) Start your Christmas toy promotion early, 
around mid-September. 


These two ideas are the basis for a strong toy 
department at Alliance (Ohio) Hardware Co., 
where toy lay-away sales are crowding up to the 
20 percent of total store sales mark. 

A fast, early start on the Christmas promo- 
tion lets lay-aways be the guide for fill-in order- 
ing. And lay-away produces heavy store traffic, 
for about 50 percent of the lay-away customers 


Toy sets are put on display above 






* 
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shelf area by C. P. Glasser. 


return for add-on lay-away purchases, averaging 
about four return buying trips per customer. 
Add these impressive facts to the store calls 
made to make lay-away payments, and lay-away 
shapes up as a terrific traffic builder. 

Here is a step-by-step account of Alliance 
Hardware’s toy promotion: 


Step 1. Pre-season buying. 


About 50 to 60 percent of the total toy vol- 
ume is purchased at suppliers’ toy shows by 
late summer. Buying is heavy in furniture, 
stuffed toys, and dolls. From 40 to 50 percent 
of the total toy volume is purchased as fill-in 
orders. 

Buying at suppliers’ shows is to get wide 
assortments, not much in depth. Early season 
sales, especially lay-aways, are the key to fill-in 
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(Continued) 


orders, as to numbers to be restocked and depth 
of buying. 


Step 2. Private pre-Christmas showing. 


By mid-September the toy department, on the 
second floor, is up to full display area, about 
3600 sq ft. All lines, and numbers, vurchased 
at suppliers’ shows are on display. At this 
point the toy department is at fuli strength, 
except for extra floor help brought in later on. 

Traffic for the private pre-Christmas show- 
ing is built by mailing of engraved invitations. 
At one time the store depended on newspaper 
advertising. Engraved, mailed invitations pull 
much better. Apparently customers take the 
invitation as a personal invitation. Some cus- 
tomers even apologize late. on if unable to 
attend the showing. The invitations are mailed 
to all charge account customers, and all lay- 
away toy customers from the year previous. 

The showing is held for one evening, after 
store hours, from 6:30 to 9.30 o’clock. 

Exact date of the showing varies each year. 
Actually, it depends on a measure on the vaca- 
tion of C. P. Glasser, who handles the toy de- 
partment among his other duties. Mr. Glasser 
attends the suppliers’ show. He arranges his 
vacation so he can supervise setting up the 
department, and getting the Christmas promo- 
tion going by mid to late-September. 

The exact timing, the store has found, as to 
day or week is not important. The main thing 
is to get moving, with a full and early pro- 
motion. 

Selling starts as soon as the pre-season show- 
ing starts. Volume is measured in terms of 
hundreds of dollars of sales per hour. 


Step 3. Selling with lay-away. 


Lay-away is the key to the heavy buying at 
the pre-season showing. Customers literally 
snap the buckles off their pocket books and 
check books to make the initial payment. Cus- 
tomers have 90 days to complete payments. 
Total amount of the sale is no obstacle. Lay- 
away sales tickets reflect multiple item pur- 
chases, xenerally of the better quality toys. 

Alliance Hardware operates lay-away with- 
out any fixed down payment or time allowed 
for total payment policies. Any amount, from 
$1 up, is accepted as a down payment on any 
dollar size purchase. The unwritten rule is to 
have the down payment cover the state sales 


tax. 





How to get those extra toy profits 
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Lay-away payments can be completed on or 
before Dec. 24. Dropped payments are negli- 
gible. Last year some $30 was the uncompleted 
total, considerably less than 1% of 1 percent of 
total lay-away sales. 

Lay-away sales are written up on a special 
three-part sales slip. The pink copy goes to 
the customer. The yellow copy goes on the 
package. The white copy goes to the store’s 
office. Payments are made at the toy depart- 
ment cashier’s office, on the schedule set up 
by the customer. 

Lay-away merchandise is stored on the third 
floor of the building, about 2000 sq ft of space. 
Furniture, wheel goods, sleds, other big items 
are stored on the center of the floor. Around 
the walls there is shelving for smaller pack- 
ages. 

Check a lay-away sale, item by item, at the 
time of the sale when the merchandise is 
wrapped for storage, warns Mr. Glasser. Also, 
mark the identifying sales slip with the total 
number ot packages in a lay-away order. Do 
these two things, and avoid mix-ups when cus- 
tomers claim their purchases, Mr. Glasser 
points out. 


Step 4. Advertising. 


Newspaper advertising starts the week after 
the private pre-Christmas showing. The sched- 
ule starts with half-page space, shrunk gradu- 
ally to 14-page space up to Nov. i. Beginning 
in early November, the size of the space works 
back up to 14-page insertions. 

From six to seven toys are featured in an 
advertisement. 

Toy catalogs are distributed beginning in 
mid-October. About 7000 catalogs are distrib- 
uted to children, just outside school buildings. 
Another 500 catalogs are given out in the store. 

Radio spot announcements are used from 
mid-October to mid-December. Five spots are 
used daily. The sales punch in these radio 
spots: Lay-away. 


Step 5. The climax. 


The holiday toy promotion that started so 
boldly in mid-September comes to its climax, 
for management, around Dec. 1. 

Fill-in orders taper off right after Dec. 1. 
Transportation dictates placing these orders, 
coming down to the night-before-Christmas 
deadline. Stretch-outs in delivery time, caused 
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YOU ARE CORDIALLY INVITED 
TO ATTEND A 


PRIVATE PRE-CHRISTMAS SHOWING OF TOYS 


WEDNESDAY EVENING, SEPTEMBER 26, 1956 
6:30 TO 9:30 


AT THE 
ALLIANCE HARDWARE COMPANY 
318 EAST MAIN STREET 
ALLIANCE, OHIO 


REFRESHMENTS WILL BE SERVED 
















Engraved invitation brings in trafflc for pre-season showing. 


by holiday clogged highways and trains, keep 
management watching the calendar and cal- 
culating delivery time. 

The clearance day sale is on Dec. 24. Long 
items are marked down 40 percent. All other 
toys are marked down 10 percent. 


Step 6. The aftermath. 


Come Dec. 26 the toy department has about 
5 percent of its toy merchandise unsold. That’s 
par. 

The toy department is shrunk 50 percent in 
space. The remaining toys are on display, to 
be sold until the next September rolls around 
and the Christmas promotion starts again. 

The aftermath period comes to a close in 
early September with a clearance sale, to get 
space for the new season about to start in a 
few weeks. Last year an 88¢ sale was a suc- 
cess, held from Sept. 12 to 14. The 88¢ sale 
will be repeated this year. 


Self service. Alliance Hardware’s toy de- 
partment is self service. So is the entire store. 

Packages wrapped in the toy department 
have a special colored tape. The cashier at the 
check out counter on the first floor recognizes 
the special colored tape as evidence that the 
package has been checked out for cash or as 
an accepted charge. 


Displays. Whenever possible, toys are dis- 
played by related lines. 

Dolls, furniture, stuffed toys are one group. 
Another group consists of infant, educational, 


pull toys and blocks. Girls’ toys, such as dish 
sets, sewing sets, pots and pans, and make-up 
kits, go together. Toys that have their own 
display spots are books, games, musical toys, 
trucks, hobby lines, sporting goods. 


Extra sales clerks. Extra help, the same 
foiks now for several years, join the store staff 
on a staggered schedule. 

An extra woman clerk begins in early Sep- 
tember, another extra woman in mid-October. 
An elevator operator goes on duty (self service 
elevator at other times) week ends in mid- 
November, then full-time as traffic builds up. 
A part time man goes on duty over week ends 
early, then full-time in November. When traf- 
fic gets heavy in the final weeks, a full-time 
exclusive cashier goes on the toy department 
check out counter. 


Merchandise storage. Overstock is kept on 
the third floor area of the store building, and 
in two perimeter storage areas along the sec- 
ond floor display room walls. There is some 
overstock in fixtures, directly under the dis- 
plays. 

All merchandise on display is identified with 
a number that corresponds with the overstock 
number. Regular, and extra clerks, keep dis- 
plays stocked. Merchandise first comes up from 
storage on shelving below displays, then 
brought in from perimeter storage areas. As 
the selling season comes to a close all third 
floor stock comes down to the second floor, to 
speed finding overstock during the final hectic 
weeks, when displays are stripped. © End 














the store. 


Rentals spark 








The most direct route to hand tool sales in a 
larger city hardware store is with rentals of 
power and hand tools, says B. W. Travis, co- 
owner of Travis Brothers Hardware store in 
Beaumont, Tex. 

The Travis store does a large volume of hand 
tools in this city of 110,000 population, with very 
little promotion expense. In fact, most of the 
advertising that goes for power and hand tools 
is for rental advertising. 

“The big promotion job,” says Mr. Travis, “‘is 
to pull customers into the store so they can see 
that we carry a complete line of hand tools. We 
find that featuring hand tool rentals does this 
better, and at less expense, than anything else 
we have tried.” 

Hammers, saws, planes and wrenches are the 
rental hand tools most wanted. A stock of three 
of each item is kept and has been ample to han- 
dle the demand. 

“When we first went into the rental business 
we only rented power tools,” said Mr. Travis. 

“We were surprised to find the number of 
calls we had from customers who wanted to rent 
a top-notch hand saw that was good and sharp, 
or some wrenches to work on their cars. We 
started off just renting those hand tools we used 
in our work around the store. Today, we find we 
need a regular stock of the hand tools for rental. 

“Another big advantage we have found in our 
hand tool rentals has been that they help to 
encourage customers to buy better tools after 
using our rental service. We only rent our most 
expensive types of tools and we have found this 
is a big advantage when it comes to selling the 
better lines. 

“We find that most customers have a few tools 


Classified ads like this at- 
tract rental customers to 


sales of new tools 


Here is a big city hardware dealer who uses rentals as his prime 


promotion on new tools and applies rental fees to new tool purchase price 


around the house that are used to fix furniture 
or to make small repairs to their homes. How- 
ever, we find that on certain occasions they like 
to build some cabinets for the kitchen, or a table 
for the living room, and they like to have good 
tools: Our tool rental service provides these 
tools and brings customers for sales of our bet- 
ter tools.” 

When a renter decides that he would like to 
keep the hand or power tool he has been renting, 
the rental paid is allowed on the purchase price. 

“When a customer returns a rental power or 
hand tool, we offer to give him the rent allow- 
ance on the purchase of a new tool,” says Mr. 
Travis. “‘We are amazed at the number of rental! 
customers who accept this special offer.” 

To attract tool customers, the store fills one of 
the display windows many times each year with 
assorted tools. 

Large signs call attention to the store’s rental! 
system. Signs are changed often to maintain a 
fresh appearance. 

Tool rental advertising is used in the two loca] 
daily newspapers. A small ad under tool rentals 
is run every day of the year as a constant re- 
minder to customers. Spot radio announcements 
are used each weekday also to remind customers 
of the store’s tool rental service. ® End 





What rental fees should you charge? 

Ask HARDWARE AGE for a copy of: A guide for 
setting up your rental fees. This guide lists sug- 
gested daily rental charges for 78 kinds of rental 
items. Write to Editor, HARDWARE AGE, Chest- 
nut and 56th Sts., Philadelphia 39, Pa. 

The price: 10¢ each, postpaid. 
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Manager Lutz’ stock contro! hinges on keeping bin markers up to date. 















“Sears manager opens his own hardware store 

Sears taught me here,” announced the Shenandoah (lowa) Senti- 
nel. That was in early October, 1956. 

Today, manager Raymond G. Lutz’ S & Q Hard- 

t h bh tt ware has moved past the one year mark with a 

O e a e er comfortable 20 percent increase over planned 

sales volume. 


Manager Lutz gives a good deal of the credit 

hardware dealer for his first year’s success to merchandising 
lessons he learned while he was manager of a 
Sears store at Shenandoah. 


This aggressive dealer also thanks the Janney, 
Semple, Hill & Co. S & Q Plan for its contribution 








... working for Sears, says dealer to a bang-up year in sales. 
Though the Lutz store is not large (1100 sq ft 
Raymond G. Lutz, left an indelible of display), Mr. Lutz’s ideas about controlling 
inventory and promoting sales events have proven 


impression of the need for inventory workable. 


They’re ideas that can help you make a better 


control for strong sales promotion profit in 1958. 


to build and keep fast turnover 
P f Q. Do you think, Mr. Lutz, that working for 
Sears gives a man better than average qualifica- 
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Sears taught me hardware 
(Continued) 


tions for running a hardware store of his own? 


A. I certainly do. 

Sears is expert at getting and keeping fast 
turnover. 

Then, too, at Sears sales promotion is regular 
and hard hitting. 

I feel my experience at Sears stands me in 
good stead in running my own hardware store. 


Q. Your displays show that you operate a Jan- 


Small store? You'd never know it by this wide cookware 
selection. 


kato! 





ney S & Q Plan store. How important has the 
Janney Plan been in giving you a banner first 
year? 


A. Well, for an independent dealer to start into 
business today, or for an established dealer to 
regain lost business, a planned program is be- 
coming more and more important. 

I consider the Service & Quality program of 
Janney, Semple, Hill & Co. the best all around 
program for me... the only way to combat 
chain competition. 

The only way to beat the chains is to do as 
they do. That is, keep a tight rein on stock, and 
promote like the dickens to keep traffic and turn- 
over at a fast pace. 

Of course, it’s up to the dealer to use the tools 
a wholesaler like Janney gives him. 

We like to feel that we’re aggressive, and 
we've certainly got a strong program going for 
us. That’s a pretty good combination, I think. 


Q. Yes, it is. Then it’s safe to say that you are 
satisfied with your first year of business? 


A. Oh, that’s an understatement. 

My original plans called for about 2.5 stock 
turnover. Instead, I finished the year with 3.1 
turns, an increase of 20 percent in sales over 
my planned figures. 

That’s not all. With the first year behind me, 
I feel safe in saying that with continued tight 
control of inventory and strong sales promotion, 
and more sales to now-established customers, 
our turnover will rise to 4.5 times in the second 
year. 


Q. What’s at the root of your better-than-aver- 
age turnover figure? 


A. We know what we own because strict stock 
control is a habit with us. We know what items 
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The bins are kept brimming, 
and there's a price ticket 
and stock contro! figure on 
every one. 


form the best 





Janney S & Q stores in 21 states. 


We order on a maximum order-quantity sys- 
tem, on a basis of six weeks’ sales. The unit 
figure for the maximum order amount is regu- 
larly adjusted to keep pace with any change in 


sales patterns. 


Each bin marker bears a figure which is our 
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basic stock nucleus because we 
have access to records of merchandise sales of 








4 How to get the most out of 


1100 sq ft of display space. 








low point for the stock in that bin or display. 
As stock is counted, an order is automatically 
placed for the difference between this figure 
and the actual amount of stock in the bin, in 
conformity with minimum package require- 
ments. 

Reorder quantities are written on Janney’s 
pre-printed order form. These order forms 




























Sears taught me hardware 


(Continued ) 


tion that is especially effective at the beginning 
of the painting season. 

Of course, we augment our direct mail pro- 
gram with local newspaper ads. In all, I’d say 
we are on about the same promotional schedule 
as Sears. 


Q. You’re using lots of in-store promotion too? 


A. Oh yes. After you get a customer into the 
store, there is still a selling job to be done. 

We make fullest use of pennants, streamers, 
counter cards, and window trims. I think it’s 
very important that a store look like a sale is in 
progress. 

A lot of other things contribute to in-store 
sales action. Such things as full bins, neat dis- 
plays, wide and uncluttered aisles, and an alert 
sales staff all carry a big share of the promo- 
tional load. 


Q. What departments do you consider basic in 
your store? 


A. Well, we pack an awful lot of selection in 
110° sq ft of display area. 

I think our key lines would break down like 
match bin marking tickets for item, color, stock 
number, etc., so ordering is easy. 


This system is a steady guard against over- 
ages and lows in basic staples. And we all know 
that fast turnover hinges on tight control of 
inventory dollars, while keeping basic-basic 
staples in stock at all times. 





The price ticket is Lutz’ stock control, and the information 
on Janney's pre-printed order form matches this ticket. 


What this store lacks in size is 
made up for by controlled in- 
ventory and compact display. 








How to make your own 
secret cost code 
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Your cost marking code can be as secret 


yet as simple as you wish to 


make it. Here’s how to show cost 


and the season and year of purchase. 


There are many ways to put the 
cost of merchandise on a sticker 
without letting the public know 
your costs. 

One way to do it is to use a 10 
letter word. Each letter indicates 
a figure from 1 through 0. Such 
a secret cost code also can identify 
the season of the year, and the 
year, in which the merchandise was 
purchased. 

Here are some 10-letter words 
that can be used. Note, that none 
of these words have duplicate let- 
ters. 


Motherland. 
Republican. 
Rudimental. 
Lithograph. 
Tambourine. 
Humpbacked. 
Young James. 


Buys profit. 

From the first letter through the 
last you have the basis for a mark- 
ing code for any 10 digits. You can 
change your base word whenever 
you feel it’s become well known. 

Let’s say that you choose 
Motherland as your code word. 

You make a special buy of a item 
at $1.90. You want to retail it for 
the regular price of $3.25, and you 
can because you bought a bargain. 
Yet, you don’t want employees to 
lose respect for the item because 
you bought it cheap. 

With Motherland as your secret 
code, the $1.90 cost would be 
marked MND for the first, ninth, 
and tenth letters in that word. 

What happens when a cost car- 
ries two consecutive digits that are 
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the same, such as a cost of $1.99? 
Most dealers use the letter X for 
any repeat number in this code. 
The $1.99 cost under the code 
Motherland would then be MNX. 

For many dealers, cost coding is 
not enough. They want to record 
the season and the year of pur- 
chases as part of their pricing code. 
How does this work? 

The digits 1, 2, and 3 are used 
to identify seasons. Each repre- 
Sents four months of the year: 1 
stands for January through April; 
2 stands for May through August; 
and 3 stands for September 
through December. 

Seasonal digits are usually 
placed before code letters. 

For example: We have shown 
how a $1.90 cost item comes out 
MND under the Motherland code. 
If this item is received into stock 


in July (season 2), the code would 
then read 2MND, meaning a sec- 
ond season purchase at a cost of 
$1.90. 

There is one further extension 
of the code that many dealers find 
helpful. This is to add a digit 
signifying the year at the end of 
the code. Most dealers take the 
last digit of the year as their code 
digit: 1956 is 6, 1957 is 7, and 1958 
is 8. 

An item received in July at a 
cost of $1.90 would be coded 2MND 
under the Motherland code. If you 
want to show that the year is 1958, 
the code then becomes 2MND8. 

If the same item goes up to a 
cost of $1.99 in December of 1958, 
your new code would be: 3MNX8. 
The 3 means last season of the 
year, and the X is substituted for 
D because the 9 is repeated. *End 





Test yourself on this code to see how simple it is. 


Using Motherland as your code base; 1, 2, 3 as seasonal code; and 6, 
7, 8 as year codes for 1956, 1957, 1958, answer the questions in this quiz. 
The correct answers are shown beneath the quiz. 


(1) How would you cost code an $18.90 power saw, received in stock in 


January, 1957? 


(2) How would you code a $1.66 screw driver bought in December, 19587? 


(3) How would you code a $2.12 saucepan bought in July, 1956? 


(4) How would you code a $30.30 mower bought in September, 1957? 


(5) How would you code a $101.00 gas range bought in April, 1958? 


Answers: (1) IMAND7, (2) 3MRX8, (3) 20MO0O6, (4) 3TDTD7, (5) 


IMDMDX8. 














Rose bushes get front of store display space. 
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Southern dealer follows through on idea to set up rose society and 


builds traffic and sales for his lawn and garden department in February 


Vic Huggins chased a bridge 
tournament 500 miles and came 
home with a business boosting pro- 
motion for usually dull February 
that sold more than 700 rose 
bushes, plus gardening equipment 
and fertilizer. 

Mr. and Mrs. Huggins, Huggins 
Hardware at Chapel Hill, N. C., 
were in Atlanta for a January gift 
show when they heard of a red 
point tournament in Mississippi. 
Avid bridge enthusiasts, they went 
looking for the tournament, found 
it in Jackson, Miss., 250 miles 
from Atlanta. They didn’t win a 
prize, but they got a profitable 
idea. 

Mr. Huggins was impressed by 
a three-color full-page advertise- 
ment in the Jackson State-Times. 
The ad was published in conjunc- 
tion with a meeting of the Missis- 
sippi Rose Society and dedication 
of the Jackson Rose Garden as an 
accredited testing garden of the 
American Rose Society. 


54 


“Why don’t we organize a chap- 
ter of the American Rose Society 
at home,” he asked Mrs. Huggins, 
“and sell the roses?” 

That’s exactly what he did. 

By coincidence, publisher O. E. 
Robinson of the State-Times had 
attended Duke University at Dur- 
ham, N. C., and knew Chapel Hill, 
the home of the University of 
North Carolina and its famous 
gardens. He consented to lend Mr. 





Vic Huggins who put on rose garden 
promotion. 


Huggins the three-color plates of 
roses. 

Mr. Huggins planning and tim- 
ing paid off. 

He began talking with flower 
lovers about forming a chapter of 
the American Rose Society in 
Chapel Hill. They liked the idea. 

He contacted F. J. LeClair, in 
charge of landscaping at the Uni- 
versity, and the American Rose 
Society president in nearby Dur- 
ham and arranged for them to at- 
tend a meeting he called later. 

When his stock of roses arrived, 
Mr. Huggins started several things 
at once. He called the organization 
meeting, which rated a page one 
story in the newspaper. He in- 
serted the three-color page ad, 
which appeared on the back page 
in the same issue, 

The ad was more of an appeal to 
civic pride than a sales promotion. 


But Mr. Huggins knew what he 
was doing. (Continued on page 66) 
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to fit any hitchen ‘bale scheme and Wrie. you new profits 
... yet at regular Decoware prices 





New “Prestige’—new high style to charm the 

“modern decor” market... yet vou buy and sell 

this line at regular Decoware prices! And Pres- 

tige is really copper colored because it’s made 

from high grade tin plate. In a white background, CONTINENTAL 
copper trimmed, elegantly modern, Prestige har- Cc 

monizes with modern decor in any kitchen, and CAN COMPANY 
other rooms, too. Prestige simplifies your inven- 

tory...eliminates necessity of carrying multi- ee er ree ate Mow York 36 
color backgrounds. And the short line assures Central Division: 135 So. La Salle St., Chicago 3 
rapid turnover. Call; or write, for details. Pacific Division: Russ Building, Son Francisco 4 























&® Production & Wetordry 


Sandpaper 


FOR FASTER, EASIER SANDING! 
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“PRODUCTION” 3M SANDING 5" “PRODUCTION” SELF-SERVICE 6" "PRODUCTION" SPONGE RUBBER 
PAPER SHEETS: BLOCKS: Tie-insale PAPER DISCS (not SANDPAPERCAB- PAPERDISCS:"No SANDING PAD 
2%"x9".Eachpackage opportunity! Pliable illustrated). Universal INET DEAL K-1: Hole’’ discs specially KIT. For use on any 
sells 10 sheets at a rubber,sandsbothflat Center Hole, fits any Holds five sleeves of designed for use with ‘'%” or larger electric 
time, fits 3M Sanding and curved surfaces arbor from 4%" to1".5 “PRODUCTION” Pa- sponge rubber sand-_ drill. Flexible pad elim- 


Blocks. Also available using pre-cut “PRO- discs to a package. per; three sleeves of ing pad. Ideal for all inates gouging and 

in 1%" x 9”, DUCTION" Paper “WETORDRY'" Tri-M- general home sand- marring. Each kit has 
Sheets. 1%" and 2%” ite Paper, all full size ing. 5 discs per pad, 6” pad and tube of 
widths. sheets. Boosts turn- assorted grits. 3M adhesive. 


over aS much as 25%. 


Get volume sales...extra profits...with this 


3M “SANDING CENTER” 


STOCK these 3M items and youcanequip sandpaper... stays sharper... lasts much 
any customer for nearly all hand and machine longer .. . gives better finishes. 
sanding jobs.. 


DISPLAY «“prRopuUCTION” Brand Paper ORDER 3M Brand Abrasive Products from 


and related items prominently. Each product Y°Ur hardware wholesaler. Write for 


comes'in a bright eye-catching merchandising ™f0rmation “e mares of the as- 
carton for point-of-sale use. sortment of “‘How to”’ refinishing 


pamphlets available from 3M. 
TELL 3M customers that ““PRODUCTION” Address: 3M Co., 900 Bush Ave., 
Paper cuts ten times better than ordinary St. Paul 6, Minn., Dept. LV-68 









“egmr*, “*PROOUCTION’*, “"WETORORY’* AND “*TRI-M-ITE** ARE REGISTERED TRADEMARKS OF 3M CO., ST. PAUL 6, MINN. 


TUUInnesora TUiinine AND TVUANuFActurRING COMPANY 


e+ + WHERE RESEARCH IS THE KEY TO TOMORROW 
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Hardware Dealers 


poo! 


HIGH COMPRESSION STAPLE GUN 


with built-in staple extractor and exclusive push-button loading 


Already a proved sales success! Don’t 
delay. Swingline offers you immedi- 
ate delivery for immediate profits. 
The new rugged, heavy gauge steel 
Swingline 101 Staple Gun is compact, 
powerful and capable! It delivers as 
much driving power as machines 
twice its size and weight. Takes two 
staple sizes: 4/16” and 5/16”... per- 
forms hundreds of tacking jobs in- 


Profit with 


all | : ME Swingline No. 200 
Compression Tacker. 
Takes 3 staple sizes 
up to 5/16”. 

Retail price $10.50 


these 
SWINGLINE 
leaders: 


cluding insulating, carpentry and 
upholstering...even has a lock to hold 
it securely closed. Gun positively will 
not jam...Swingline patented open- 
channel allows split-second loading. 
Here’s the hardware item all your 
customers want at this sensationally 
low price. ORDER NOW! IMMEDI- 
ATE DELIVERY ON ALL QUANTI- 
TIES, 3 COLORS. 


« . ® 
<< INC. LONG ISLAND CITY 1, 


cross The Country 





Start Selling with this 4-Unit Display Kit 


See how easy the SWINGLINE 101 sells 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows. 


4 guns, 1 doz. $ .59 Boxes of Staples 
Retail Price _. .$246.88 
Dealer Cost ..$17.45. 
Dealer Profit ..$ 9.49 


Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16”. 
[° Retail price $12.50 


NEW 


World’s Largest Manufacturer of Staplers for Home and Office 
in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Ontario 
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Keys: a plus business 


in selling locks 


Here is a dealer who makes a specialty of replacing locks, repairing 


door checks, and making keys to bring in extra profits for his store 


Key making is a customary ser- 
vice in many hardware stores. Here 
is a dealer who goes out after key 
making, lock installation and door 
check servicing and has built quite 
an added income for his store. 

In fact, keys and locks are one 
of the specialties of this store. Vol- 
ume business comes from making 
keys for a hotel, changing locks 
and keys in homes, and the old 
reliable source of making two or 
more keys for the customer who 
comes in “just to have an extra 
key made.” 

Charles Alpert, of Alpert Bros. 
Hardware, in Springfield, Mass., 
began specializing in locks and 
keys during the 1930 depression 
years. 

A local bank, foreclosing on 
several homes a week, found it 
necessary to change locks. 

Alpert’s installed new locks, fur- 
nished the bank with spare keys. 
The firm also tied in all of the 
bank’s property with one master 
key. 

Today, Alpert’s gives similar 
service for a hotel which is chang- 
ing over from an old-fashioned type 
lock to a modern tubular type. 
When an old lock becomes inopera- 
tive, the key is lost, broken or 
twisted, the hotel’s maintenance 
man removes the lock, orders a 
new one, with three keys from 
Alpert’s. 

When the firm receives an order 
from the hotel, the locksmith sets 
the tumblers of a new lock to match 


58 


ME 





Charles Alpert sets the tumblers in a lock. 


a master key which was furnished 
the hotel. 

At present, a chambermaid may 
hold five or six different keys to 
open the doors on a single floor. 
By the time Alpert’s has finished 
modernizing that hotel’s lock sys- 
tem, one master key will open all 
the doors on one floor. 

Many customers live in homes 
where the front door has a tumbler 
type lock, while the. back door is 
equipped with an older type. When- 
ever Alpert’s installs a new lock at 


the back door, the locksmith always 
matches the tumblers with the 
front door lock so that the cus- 
tomer may open both doors with a 
single key. 

“It’s a service which costs us 
little,” says Charles Alpert, “and 
our customers appreciate it.” 

The firm offers, and advertises, 
the replacement of a lock for a flat 
rate. 

One man is usually kept busy 
making keys or on installation jobs. 

(Continued on page 60) 
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FOR A BIT WITH A BITE 


SUPER CARBIDE TIPPED MASONRY 
DRILLS 


A COMPLETE RANGE OF SIZES & TYPES 
EXTRA LONG SPEED SPIRAL 
(List “LD") 


area to Dite int 


oy pala epaadealblaaandiie NEW CORE-VENT (List “CFD”) 


DURABLE SPEED SPIRAL 
(List “FDM”") 





Ca 


e 


DEEP SPIRAL (List “FDS”) _ 


| masonry i. 


>» 
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AVAILABLE IN KIFS 
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Each kit contains a selection of most popular sizes in one 
attractive package. 


@ AVR LRAWARAOLALRARVO\R\ALELOLRLRLELE\E LEVEN 


WRITE NOW FOR LITERATURE, PRICES 
TOOL COMPANY 
DEPT. 370, 21650 HOOVER RD. « DETROIT 13, MICHIGAN | 


WAREHOUSES: CHICAGO * DETROIT - NEW YORK 


Subsidiary of Van Norman Industries, Inc. 
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N GUARANTEED TO CUT DEEPER 


Stryovoeeze 


Now, you need only TWO Paint Removers 
and you can sell every customer! 


Savogran’s new STRYPEEZE SPECIAL 
ends your need for a shelf full of paint removers. 
Now, you need only two. New Strypeeze Special 
is the finest water-rinsable remover ever mar- 
keted ... the perfect companion for long-famous 
Regular Strypeeze. Both have the Good House- 

keeping Seal! 
Restore Fin- Order from one source . . . stock just two re- 
ona movers . . . you’ll never miss a sale! 


Savogran pro- 
vides you free a 
supply of book- 
lets “How to 
Remove and 











Order Strypeeze from your jobber today 





Made by THE SAVOGRAN CO., 259 Lenox Street, Norwood, Mass. 











Keys: a plus business 
in selling locks 


(Continued ) 


A sale may not always end with 
the installation, however. Modern 
lock casings are eye appealing and 
many customers feel that it is a 
dressup as well as a practical item. 
Such a decision may triple the first 
cost, and the profit that comes 
from it. 


Alpert’s also service automatic 
door checks. Their installation in 


_ public buildings is required in some 
| states. 


Massachusetts state law recently 
benefitted Alpert’s when a build- 


_ing owner was ordered to change 
_ all door checks in a building. The 
firm rang up a $450 sale. 


Alpert’s keep on hand a complete 
inventory of all types of door 
checks used in the area. Some of 
these are new, some are recondi- 


tioned units. When a cylinder 
_ leaks, or a door fails to open and 


close for some reason, Alpert’s can 
do the repair job. 

The volume business has not 
blinded the store to the potential 
in straight key making profits. 

Whenever a customer asks to 
have a key made, to have an extra 
one for his home, Mr. Alpert sug- 


| gests the extra cys. 


“I tell these customers, ‘What 
good is just one key? Lose that 
one key and you'll find yourself in 


_an embarrassing situation. So, 


why not buy a couple of extra keys 
and put them in a safe place for 


an emergency,” Mr. Alpert points 
out. ® End 
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"By golly .. . It works!" 
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Metal Won‘t “Creep” 
ae ¥ Special aluminum alloy shield can’t 
ee6 B20 Ooty aro e. ] i aan ‘‘creep’’. Because of this, the DHD 
Bite atheists... gy “ Anchor withstands amazingly high sus- 
tained loads. DIAMOND also supplies a 
complete line of masonry drills and ac- 
cessories. All products are sold through 
qualified distributors. Call or write for 
information today. 
& «se 


NO EXPANSION BOLT CO., INC. 
500 North Avenue * Garwood, New Jersey 


Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 
San Francisco, Seattle, St. Lovis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Canada. 
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Bugs out—profits in 


Here’s a hardware dealer who promotes screen-storm windows and doors 
for extra profits that take up slack of sales decline in other departments. 








62 


There’s a growing market in 
storm windows and related build- 
ing specialties. 

And it is a profitable market. 

Sol Trass, owner of Chestnut 
Paint & Hardware of Roselle Park, 
N. J., finds that this type of mer- 
chandise makes up for the decline 
in his small appliance sales. 

The firm serves a rapidly grow- 
ing suburban area in which there 
is a large and expanding market 


Sol Trass, store owner, 
with window samples in 
the store. 


How the truck advertises 
home specialties sales 
and installation story. 





for storm windows, combination 
doors, jalousies and attic fans. 

Sales are made from floor sam- 
ples with shipment from the manu- 
facturer’s plant to the customer. 

These items build traffic. They 
bring in plus business, with cus- 
tomers who may at first want to 
buy do-it-yourself units. 

The manufacturer gives the deal- 
er a commission on the sale. Flat 
fee is $2 per window, and $10 per 
door. 

Ask Mr. Trass why a customer 
would rather buy these specialties 
from a hardware dealer than from 
a firm specializing in these items. 
He will tell you: 

“Because he knows he has the 
assurance of quality and follow-up 
servicing from an established busi- 
ness like ours. Many people have 
been burnt by high-pressure sales- 
men and bait advertisers and shy 
away from them. They would rath- 
er come to a store which has a good 
reputation like ours. They know 
they can rely on us if anything 
goes wrong.” 

That is the basic merchandising 
appeal in selling this commodity, 
Mr. Trass points out. There is not 
only the manufacturer’s guarantee 
against defects, but the backing of 
the store itself. This assurance, of 
course, does not include any dam- 
ages that the buyer does himself 
like glass breakage. But it takes in 
general repair services or supply- 
ing any missing parts like catches. 

(Continued on page 64) 
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Another first from Remington 


NEW CUSTOMER ATTRACTION 


. its price 
de\ } agDt. 











MODEL 149DL 
DELUXE %” DRILL 





.-. and introducing a new polisher- 
sander for home, farm and shop 


Now the Remington name is featured on 
both housing and package. You'll reach 
more than just one big market with Rem- 
ington's high-powered, cool-running Model 
127PS polisher-sander. Chuck fits adapter 
for quick conversion to a half-inch drill 
more powerful than leading industrial-type 
drills in this size. Retail price... complete 
with 7” rubber backing pad, polishing bon- 
net, assorted abrasive discs, side handle, 
adapter, three-conductor cord and plug 
with ground... $64.50.* 


Remington announces a new '%4’’ drill of 
unmatched power and distinctive good looks . 


At last, a new %” drill to capture the fancy—and dollars— 
of men who appreciate the finest. It's the new Remington 
Model 149DL—a sales-making combination of outstanding 
performance, distinctive appearance and permanent good 
looks. Mail the coupon for complete details and names of 


wholesalers near you. 
C) Please send catalog page on Remington's new Model 127PS Polisher-Sander. 


SS el (1 Please send names of my nearest Remington electric tool wholesalers. 


! 
i 
| 
| 
| 
MALL TOOL COMPANY 1 Piease send copies of catalog on complete Remington electric tool line with prices. 
| 
| 
| 





SS SS A LF $< SH SF a 


MALL TOOL COMPANY HA-< 
Division of Remington Arms Company, Inc., Bridgeport 2, Conn. 


C1) Please send catalog page on Remington's new Model 149DL %” Drill. 





Division of Remington Arms Company, Inc., Bridgeport 2, Conn. 
tN CANADA: Mail Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ontario. 


*Specifications and recommended retai! prices subject to change without notice. 
Prices slightly higher in Canada. 


Name 





Address 
City 





Zone State 
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Patent Pending 
ew! ‘The 
EXTENSION LADDER 
with the 
STEPLADDER STEP!'' 
Easier to work on, 
less tiring. T 
_ Wide-Tread Straight 
-* and Extension ladders 
- heave reeded 2'/," 
> «step-rungs welded to 
1-Beam channel 
side rails . . . inter- 
locking sections for 
safety and sliding ease. 
- + Equipped with rope, 
| | pulley and specially- 
: designed locks. 
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| MeHr 


| World’s most complete 
_ metal ladder line — 


MAGNESIUM 
LADDERS 


Outiast . . . outperform other ladders. 


* So light a 40-ft. ladder can be easily 
handied by one man 

¢ Stronger than any other metal ladder, 
pound ¥o or pound 

® Precision engineered 

© Fireproof, rustproof, corrosion and shock 


resistant 
* Non-magnetic, non-smudging, non- 
sparking 
Write for full information, catalog and 


prices on complete ladder line, and other 
household products. 


aval, HITE METAL ROLLING 
z STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, WN. Y. 
% Plants: Warsow, Ind., & Brooklyn, N. Y. 























Bugs out—profits in 
(Continued ) 


Storm windows and allied lines 
have to be pushed, of course, like 
any other fast-moving merchandise. 
Chestnut Paint & Hardware, there- 
fore, uses both inside and exterior 
promotion to call these lines to pub- 
lic attention. 


Most valuable effort is display of 
samples on the sales floor. There is 
both a small working window and a 
large walk-in combination door and 
window on a frame set up in a 
center aisle facing the store en- 
trance so that they are easily seen. 

Outgoing mail like billheads and 
Statements are  rubber-stamped: 
“combination aluminum windows- 
doors” in large type with a smaller 








line below reading: “shower doors 
—attic fans.” 

To encourage customers to visit 
the store to make their installment 
payments on storm sash, the firm 
holds a weekly drawing for these 
customers. The drawing is only for 
these installment customers, and no 
purchase is required during these 
visits. 

The market for storm windows 
includes not only private homes but 
commercial business houses as well. 
For example, a building and loan 
office recently purchased $1000 
worth of windows and more leads 
developed from that transaction. 

Last year the firm’s volume was 
increased by about 13 percent over 
the previous year, much of it be- 
cause of the emphasis on storm win- 
dows which make up about 10 per- 
cent of the firm’s annual volume. 

® End 


L ottone from Hardware Age readers 





Should we drop all 


suggested retail prices? 


Dear Editor: 

In Apr. 10 issue of Hardware 
Age, on p. 95, you published a letter 
from a wholesaler recommending 
the abandonment of suggested re- 
tail prices by manufacturers. If 
this were done it would be the big- 
gest help to the legitimate retailer 
that a manufacturer could render, 
since the death of Fair Trade. 

Fair Trade created the Discount 
House. The abandonment of Fair 
Trade will not eliminate them. How 
can we retard them or make them 
less effective? Only by eliminating 
a price with which they can com- 
pare or discount. 

Why should any manufacturer, 
wholesaler, or any one else, tell the 
dealer what he should charge for 
merchandise that belongs to him? 
If they want to do that why not 
consign it so that it is still their 
property ? 

The manufacturer produces an 
article and arrives at his selling 
price by figuring the cost of manu- 
facture, plus overhead, plus the 
profit he wants to make. That is 
what the dealer should do. How does 


any manufacturer know what it 
costs me to do business? Further- 
more, if a manufacturer finds out 
he can produce a given article at a 
lower cost than his competitor, he 
reduces his price. Why not let the 
dealer do the same thing? 

We believe in doing business at a 
profit. We are doing it now and 
believe we will continue to do it. 
When we can’t, we will go out of 
business just like any one else. 

The letter from the wholesaler hit 
the nail on the head. Let us have 
more of it. The great majority of 
hardware dealers are not Babes in 
the Woods. Those that are will 
either soon grow up or die. In 
either case we will all be better off. 


Very truly yours, 
M. Z. Bierly 
James A. Corle Store 
Malvern, Pa. 





Editor’s note: Should manufactur- 
ers publish suggested retail prices? 
Would it be good or bad for the 
trade? Drop us a note telling us 
how you feel about this. Send it to 
Editor, HARDWARE AGE, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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Bronson 


FISHING BEELS 


What a big family of fishing reels Bronson 
has! Makes it a snap to multiple-sell the 
family man with a reel for Pop, Mom, or 
Junior! You name the fisherman... expert, 
experienced, beginner... and Bronson 
names a reel that’s right for him. Name 
the reel... spinning, bait casting, fly, salt 
water... and Bronson comes up with a 


Our only business is reel business— 


Bronson Reel Company, Bronson, Michigan, Division of Higbie Manufacturing Company 
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family-full of answers. Name the price... 
‘‘gotta have the best’’ or ‘‘good but inex- 
pensive’”’... and Bronson offers a reel to 
fit the wallet. Trouble-proof craftsmanship 
—by the world’s largest manufacturer of 
fishing reels—guarantees satisfied cus- 
tomers, triggers trade-ups. Join the family 
for reel impact—profit-sell with Bronson. 


Bronson 


FISHING REELS 








We'd like to repeat- 


“THE COMBINED NORTH & JUDD- 
WILCOX-CRITTENDEN LINE 
LEAVES SOME PROFIT FOR YOU” 


\ 





is right, the 


packaging 





is the way 
you like it, and you save buying, 
shipping and handling costs 


because it comes from one 






































If you’re interested in a real hardwareman’s line, 
write us. Ask for the new catalog of these two profitable brands 


NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 








How to promote 


garden sales 


(Continued from page 54) 


The ad called for making Chapel 
Hill the Bloomingest Town in the 
Land and Mighty Like a Rose. It 
also saluted Mr. LeClair for his 
celebrated University Sundial Rose 
Garden, and pointed to formation 
of the rose society chapter. 


| lan Help Ufone Make thapel Hill 
| THE BLOOMINGEST 
TOU bn the Lend! 
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BUGGINS FREE 
Kaowee 
Newspaper ad that sparked rose pro- 
motion. 


The smallest type in the ad was 
devoted to listing 21 roses in stock 
and their prices. Only three were 
under $2 each. 

The rose society chapter organi- 
zation meeting was good. So were 
sales. So was public response to 
Mr. Huggin’s civic-mindedness. 

Plants had to be reordered and 
reordered. 

Gardeners bought spades, ferti- 
lizer and other equipment. 

One woman, conscious suddenly 
of her yard possibilities, spent $40 
on plants, flower seeds and equip- 
ment not even related to roses. 

“You ask what we’re going to do 
to promote business next Febru- 
ary?” says Mr. Huggins. “I'll tell 
you, we’re going to sell more roses. 
Other things too. We haven’t fig- 
ured out how yet, but we will.” 

© End 
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MODERN DEADLOCKS 
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STURDY 


SUPER-SECURITY 
BEAUTIFULLY FINISHED 





Ask your jobber to show you 
this complete line of DEADLOCKS 


/ 
me) 


when you go Balnar 


GLAMOROUS GIFTS...or PRACTICAL GOODS 


Compare! Bulman offers more exclusive features for 
instant flexibility and mass merchandising for every 
department whether it’s glamorous gifts or practical 
goods. Compare! Store operating expenses reduced. 
Compare! Proved sales increases average 31.2% in 
Bulman equipped stores. Comparison proves you go 
UP when you go Bulman. 


| THE Bullman CORPORATION 
Grand Rapids 2, Michigan 
In Canada: Bulman of Canada 

28 Taber Road, Toronto, Ontario. 


The Greatest Name in Self-Selection 
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Convention Calendar 

















conventions shows conferences 
Convention Check List 
For complete details about the conventions and shows listed below. see the 
alphabetical listing starting on page 70, June 5 issue. The next 
complete listing will be in the July 3 issue. 
1958 11-14 Wimberly & Thomas Hardware 
June Co., Inc., Wholesale Trade 
21-26 Associat Days, Birmingham, Ala. 
of “sama Ald. conta 18-29 American Hardware Supply Co. 
Arrowhead Springs, Colif. Gitt & Fishing Tackle Show, 
22-23 W. Bingham Co. Annual Sum- Pittsburgh 
mer Toy Show, Jackson, Mich. 
September 
July 7-10 Mid-West Hardware & House- 
7-11 National Housewares Exhibit, wares Show, Chicago 
Atlantic City 8-9 Walter H. Allen Co., Inc., An- 
19-21 Associated Locksmiths of Amer- nual Stockholders’ Meeting & 
ica National Convention, Chi- Merchandise Show, Dallas 
) ny cago 28-Oct. | National Builders’ Hardware 
MER. 7 : ~~ age 21-23 Our Own Hardware Co. Summer Convention, Chicago 
CHANDISER i = awe Convention & Stockholders Meet- 28-Oct. 3 Independent Hardware Ex- 
he etd, ing, Minneapolis hibit, New York 
——— eee - m 27-30 Associated Fishing Tackle Mfrs. 29-Oct 3 National Hardware Show 
measuring “s . h joe *3 Trade Show, Chicago New York 
24°°x21"'x54” ae 27-31 Nationa! Retail Hardware Assn. 
Congress, Chicago October 
5-8 American Hardware Mfrs. Assn. 
August —National Wholesale Hardware 
3-6 West Coast Housewares Show Assn. National Conventions, At- 
San Francisco lantic City. 
For complete details about conventions and shows listed above, see the June 5 
issue of Hardware Age. 














's Easy to Sell ‘em up fo 


Siegler 


Exclusive Features 


@ Patented inner heat tubes 
@ Patented built-in blower system 


Exclusive Performance 


@ “Traveling” Floor Heat 


and You Sell a 
Complete Line 





The new K-4 contains 21 of 









the most popular sizes and types 
of fixtures . . . 11 in transparent 
bags, 10 in open stock packages 

. plus 5 each of the most popu- 





lar kit, 4 convenient sizes of perfo- 
rated board and a supply of 
do-it-yourself folders. 


List Price $96.15 





K-2 MERCHANDISER SELF SERVICE BAGS 


Attractive! inted, Eosily displayed in bin am? ‘: . ‘6 . ” ‘ 4 

ee ee eu oant There’s Siegler with “traveling” floor heat for every customer, 
with oa stock of 18 customer convenience, every home—from 2 to 7 rooms. For oil, gas or LP. You can 
best selling fixtures improved oppeorance, : ; 

and supply of folders. easier selling. solve any home heating problem with Siegler. 


THE SIEGLER CORP., CENTRALIA, ILL. 


HOME 
HEATERS 


ORDER FROM YOUR WHOLESALER 








OIL, GAS, 


Turnbuckles Ye. LP-GAS 


“One good turn (buckle) deserves another” 
BOX 333, MICHIGAN CITY, INDIANA 











Tf LIne 








FACTORY: GRAND BEACH, MICHIGAN 
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SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 





Patterns are available for practically all plows, listers, 
middlebreakers in No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. Also, we are 
now producing a mew line of Star Blade-Type Plow 
Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 


STAR MANUFACTURING COMPANY 


CARPENTERSVILLE, ILLINOIS A 








IT FEELS RIGHT... 
ITS STEEL*LITE! 


(THE MAGIC SHOVEL) 







With exclusive AMES DOUBLE-TAPER 
FORGED BLADE—shock band construction 
BLADE UNCONDITIONALLY GUARANTEED 


O. AMES CO. West vincinia 
World’s Largest Shovel Manufacturer 
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Handy Efficient Tool 


Homes and Shops Need 
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with reamer 
that opens 
and closes 


Tubing Cutter | *:. 
jack-knife 

With new fold-in reamer to protect his hands and 
pocket, this compact, easy-cutting, tough little 
tubing cutter gives much the most for his money. 
It cuts copper, brass, aluminum tubing and thin- 
wall conduit fast, almost no burr... reamer’s 
handy when needed. Display it and he can’t 
resist it—order from your Wholesaler today! 












The Ridge Tool Company, Elyria, Ohio, U.S.A, 





=... 












(Continued from page 15) 


$12.98. Bread Kabinet retails: 
$9.98 to $14.98. Speco Products, 
Div., Specialty Sheet Metal Mfg. 


Co., Inc. 
For more data circle No. 13 on postcard, p. 73 


Folding table, bench set 


Ideal for youngsters’ playrooms, 
backyard picnics and nursery 
schools is this folding table and 
bench set. Deep-skirted 24x30-in. 
pressed wood table top finished in 





tan desert mist with red accent de- 
sign. Top supported on %-in. tubu- 
lar steel U-legs. Table 20 in. high. 
List $12. Completely collapsible, 
unit weighs 15 lbs. South Bend 
Toy. 


For more data circle No. 14 on postcard, p. 73 


Galvanized gutter guard 


Owners of old or new homes will 
want this galvanized gutter guard 
with flat wire edges. It comes in 
25 ft rolls, 6 in. wide. Easily in- 
stalled it can be cut to any desired 
length with tin snips and bent to 
desired shape. Easily held in place 
with shingle nail under first course 
of shingles. G. F. Wright Steel & 
Wire Co. 


For more data circle No. 15 on postcard, p. 73 


Shock absorbing tools 


Here’s a line of chisels, star drills 
and punches fabricated of fine alloy 
steel with shock-absorbing handles. 
Comfortable plastic grip prevents 


70 









































slipping, insulates against electric 
shock. Bright yellow handles are 
eye-catchers. Hardware & Indus- 
trial Tool Co. 


For more data circle No. 16 on postcard, p. 73 


Fog mist garden hose nozzle 


Home gardeners who want a noz- 
zle that delivers a concentrated, 
full cone mist spray will be traffic 
for this Fog-Mist nozzle. Made of 
brass, it is supplied complete with 
internal 50-mesh screen strainer 
and hose gasket. It fits any stand- 





ard garden hose thread. Spraying 
Systems Co. 


For more data circle No. 17 on postcard, p. 73 


Cake and feod carrier 

People who like picnics will want 
this cake and food carrier. Two 
compartments lock together by 
easy-to-use clamps for carrying 
prepared food from place to place. 
Will provide serving tray and 
cover large enough for king-size 
cake. Lower part is spacious pan 
for hot foods, salads, pies, etc. 








Cover neatly fits tray for daily 
use in keeping food fresh. List 


$5.29. Enterprise Aluminum Co. 
For more data circle No. 18 on postcard, p. 73 


Steel sash glazing clips 


Glazing clips are now offered as 
an item to sell to do-it-yourselfers 





in packages. Spring action in EZ 
steel sash clips will hold glass se- 
cure, rigidly and permanently. EZ 
Glazing Products Co. 


For more data circle No. 19 on postcard, p. 73 


Boat and dock bumper 


Small boat owners will want 
these white vinyl boat and dock 
bumpers offered in 11% and 2'%-in. 
widths. They are resilient, tough, 
will not mark boats. Small size of- 


— 
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New pre-mixed Antrol 
J Hose-Sprays- to get rid of 





Just attach to hose and spray away 


No expensive sprayer to buy— | 
no measuring, mixing, or muss. 
Ready-to-use concentrates 

each with own “spray cap - 


7~ T — pe 
.. Se, wet ee — 
Antro! Rose Bomb. Multi —— cae <— 
Push-button sorze.... Shite a ee 











PROTECT 
YOUR PRECIOUS FLOWERS 







SS 
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Be ready to sell ANTROL HOSE-SPRAY 
to your customers who are reading ads like this 


in AMERICAN HOME 


3B RE a 
inn ER 
Ete. es 


BETTER HOMES & GARDENS 


FLOWER GROWER 


POPULAR GARDENING > 


and garden sections of 
leading newspapers 


. i be 
NOSE SPRA ot OPK 
Ass CHLORDANE 





ANTROL® 
HOSE-SPRAY 
..-@ fine high-profrit 







Product from 


Boyle-Midway 


LOS ANGELES, CALIF. « BROOKLYN, N.Y. « 





CHICAGO, ILL. * CANTON, OHIO + CHAMBLEE, GA. * CRANFORD, N. J. « SEATTLE, WASH. + DALLAS, TEXAS 
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WHAT’S NEW 





fered in 50, 100, 250-ft lengths, 
larger size in 100-ft lengths. Bump- 
ers also offered in black for oper- 
ators of large Marinas at 40¢ per 
foot in quantities of 5000 ft. Co- 
lumbian Rope Co. 


For more data circle No. 20 on postcard, p. 73 


Wood model duck call 


Hunters who prefer a wood call 
will be interested in the Olt model 


| 


200 duck call, only wood call in 
the line. Precision instrument was 
tested in favorite hunting spots. 
Retails at $1.95. Philip S. Olt Co. 


For more data circle No. 21 on postcard, p. 73 


Vandal-proof aerator 


The vandal-proof Bubble-Stream 
aerator is easily installed with 


small key-wrench. Once installed it 
is virtually impossible to remove 
aerator as outer casing or shell 
spins freely with any motion to 
unscrew the device. Made of solid 
brass, finished in high-polish chro- 


72 


mium plate. Available for internal 
or external thread faucets. Wright- 
way Engineering Co. 

For more data circle No. 22 on postcard, p. 73 


Quick-set builder's adhesive 


Wilhold builder’s adhesive is a 
time-saving method for setting 
sleepers, grounds and trim _ to 
masonry. Recommended for bond- 
ing wood, ceramic tile and orna- 
mental material to concrete, brick, 
stone or plaster. Secures true and 
plumb in one operation. Pint unit, 


 SUILDERS 
& ADHESIVE * 


lists $1.95. Wilhold Products Co., 


Div., Acorn Adhesives Co., Inc. 
For more data circle No. 23 on postcard, p. 73 


Portable beverage cooler 


Designed for fishermen, boaters, 
campers and travellers, the Igloo 
Polar-King beverage cooler is port- 
able, made of stainless steel. It will 
not break, rust or leak and is guar- 
anteed for five years. Insulated, it 
has plastic lining to keep two gal- 


oe 


lons of beverage icy, pure and 
taste-free. Spigot is recessed into 
face of can. List $19.95. Igloo Corp. 


For more data circle No. 24 on postcard, p. 73 


Hinge-handle ratchet tool 


Mechanics and do-it-yourselfers 
will want this tool with hinge-han- 


dle ratchet to allow ratchet action 
at any angle. Handle allows up to 
30 deg movement in either direc- 
tion. Other features are replace- 
able head unit and friction action 
of handle assembly. Bonney Forge 
& Tool Works. 


For more data circle No. 25 on postcard, p. 73 


White powder lubricant 


Customers who want a powder 
lubricant which will not soil hands 


or clothing will want white Dry- 
Lube. It is said to have deep 
penetration, making it an _ ideal 
lubricant for anything that moves 
in home, auto, office or workshop. 
It will not freeze or melt. At- 
tractive counter display cards are 
available, one with 15 %-oz non- 
breakable squeeze bottles. Free 
test samples available. Reardon 
Products. 


For more data circle No. 26 on postcard, p. 73 


(Continued on page 76) 
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use this FREE 








Be sure to write name 
and address on post card. 


Lincty ahi P. O. 
x ress for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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FIRST CLASS 
PERMIT NO. 3% 


New York, N.Y. 











jgusinass REPLY CARD — 
Me postege necesn try HW malied ia the United Stetes —— 
POSTAGE WILL BE PAID 8Y prorat: 

HARDWARE AGE ps on 

Post Office Box 60 prem 

Village Station ee 

NEW YORK 14, N. Y. einen 

Postcerd valid 8 weeks only. After that use own letterhead fully anita item ae . 6/19/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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HARDWARE AGE than in any other magazine. 


under the individual item description. 


will be sent you on each item. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing Item wanted. 6/19/58 


Please send me further information on the WHAT'S NEW items, code numbers 
fer which | have circled below. - 
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BUSINESS REPLY CARD 


Me postege necessery H mailed ia the United States 





POSTAGE WILL BE PAID 8BY 


HARDWARE AGE 


Post Office Box 60 
Station 
NEW YORK 14, N. Y. 


Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 





@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


@ Be sure to give your full name and address on the post card. Print or type 
| it clearly. We cannot service post cards with incomplete addresses. 


















































































































































‘SLIDING DOOR HARDWARE 


The interior sliding door is a space saving innovation 
that has won popular approval from architects, 
builders and home owners. 


: With this type of door there is no sacrifice of 
4 valuable floor space—as would be required for the 
| ae conventional swinging door. More pleasing 
| ,, arrangement of room furnishing is also possible 

with free, unobstructed wall areas. 


Sliding doors are ideal for clothes closets, supply 
and storage cabinets or as room cividers in 
the home, office or factory. 


Made in two styles—a single wheel and a 

two wheel hanger type, each with 

distinctive features—they fit any thickness of door. 
Hangers have large 1% inch diameter 

wheels of Nylon—They never need lubrication and 
| operate with smooth, quiet precision. 
Hf A specially designed rail made in 44, 56, 60, 68 and 
92 inch lengths, provides a rigid track. 
Slotted screw holes permit rail adjustment without 
removing doors or hangers—a new feature. 
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No. 185 Two 
Wheel Hanger 








No. 182 Single 
Wheel Hanger 


WIELIA MANUFACTURING COMPANY 47°""9 
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CAMPBELL 





From now on when you sell any of the four 
grades of Campbell Chain listed below, you 
and your customers will always know the 
make, grade and length of every piece. The 
grade and make are permanently recorded 
where they are most riteded . . 
chain itself! Get complete information on 


all of the outstanding sales 


that make Campbell the chain line for you 
$ 


to sell. 


. 


CODE SPECIFICATIONS 


8 %%.. , 
ALI-MA 


CHAIN 


is permanently identified 


. right on the 





advantages 





Soe 
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(Continued from page 72) 


Spin-cast reel improvement 
Model 1916 Hi Thum model spin 

cast reel has patented natural 

thumbing feature to make it an 














easy-to-use model. Line threads 
off spool in one continuous loop. 
Frame, including rod stand and 
gear mounting, is a rigid casting. 
Anti-reverse mechanism is auto- 
matic. Smooth drag and alarm click 
are features. List $15. Horrocks- 
Ibbotson Co. 


For more data circle No. 27 on postcard, p. 73 


Aluminum pizza pie pan 

This 12%-in. diameter aluminum 
pan is sized for homemade or 
standard packaged pizza _ recipes. 





Styled for fast, even baking it can 
also be used for general baking, 
roasting or serving. Retail, 89¢. 
West Bend Aluminum Co. 

For more data circle No. 28 on postcard, p. 73 


Closer for jalousies, doors 


Designed for use with jalousie, 
storm and combination doors, right 
and left-hand opening, in or out, 
















’ 74 anak Mart 
HEAYY ®SOUTY 
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this door closer is speed adjust- 
able. Long jamb bracket permits 
door to open approximately 120 
deg before closer hits door. Heavy- 
duty spring inside barrel absorbs 
shock when door is opened beyond 
120 deg. Extra heavy plunger rod 
slides in brass anti-friction bear- 
ing. H. B. Ives Co. 


For more data circle No. 29 orm postcard, p. 73 


Field and range shotgun 


Sportsmen who want old-world 
craftsmanship in 12, 16 or 20-gage 
double guns for field or range use 
will want this traditional sporting 
arm. It is perfectly balanced, and 
has a 28 in. barrel of proof-tested 
steel with left barrel full choke, 
right modified and a matted top 





rib. Double trigger, hammerless 
action. Gun has plain extractors, 
automatic safety. Weighs 6 lbs, 
14 oz in 12 gage size. Noble Mfg. 


Co., Ine. 
For more data circle No. 30 on postcard, p. 73 


Medium-weight floor machine 
This 13-in. floor machine PRO- 
13 is for use in offices, stores and 
institutions having small and 
medium-sized floor areas. Unit has 
¥% h.p. motor, smooth running 
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FREE 
BOOKLETS, 
STUFFERS, 
MANUALS, 
DISPLAYS, 
DEMON- 
STRATION 
PANELS, 
WINDOW 


BANNERS 


$ 














Roll up 


NORE 
PROFITS 


... with these proven 
fast-movers — 

PRY ME ... best start for 
the /ightest possible finish on 
any wood surface. 
FABULOY ... for the 
loveliest possible finish . . . gloss 
or satin...on panelling, 
cupboards, furniture, etc. 
FABULON ...the famous 
wood-floor finish that never 
needs waxing or scrubbing. 


NATIONALLY ADVERTISED IN 
LIVING — POPULAR MECHANICS= 
HOME MAINTENANCE & 
IMPROVEMENT 


Call your distributor today, or write 





PIERCE &£ STEVENS 
CHEMICAL CORP. 





Dept. HAGS 710 Ohio Street 


Buffalo 3. New York | 
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® SEAL 
RUBBER TAPE 


easy handling ... instant fusing 


Here’s the tape for high voltage insula- 
tion! Easy to work with, Gold Seal 
Rubber Tape fuses together instantly, 
provides long-life insulation protec- 
tion. With its high dielectric strength 
and ability to conform to irregular 
shapes, Gold Seai makes a perfect 
insulating splice — and makes repeat 
sales! For faster turnover, for steady 
profits, ask your supplier for Gold 
Seal Rubber Tape made by Jenkins 
Bros., Rubber Division, 100 Park 


Avenue, New York 17. 


a ‘ 
— In 10-roll containers or 


2 single rolls. 
i i 
i ~ 

+= 
Gold Seal Frictione RUBBER: Plastic Tapes 
Commercial and Specification Grades 





Each roll sealed in 
cellophane, stays fresh. 


| 





WHAT'S NEW 











gear unit with steel helical cut 
gears. Adjustable handle, momen- 
tary contact safety switch, re- 
tractable wheels. Attachments for 
scrubbing, polishing, buffing, steel 


Sd 











wooling. List $169 with polishing 
brush. Hild Floor Machine Co. 


For more data circle No. 31 on postcard, p. 73 


Convertible lawn mower 


This Hi-Wheel 25 convertible 
mower is balanced on extra large 
20-in. rear wheels, has heavy-duty 
engine. It is a hand propelled 
model which cuts a 25-in. swath. It 
is instantly convertible to a weed 
cutter, by removal of cover plate 
at front of machine for shredding 
heavy weeds and light brush. This 





unit lists at approximately $200. 
Falls Products, Ine. 


For more data circle No. 32 on postcard, p. 73 


Portable paint sprayer 
Do-it-yourselfers or  profes- 
sional painters can apply multi- 


color textured finishes for walls, 
furniture, outside masonry, etc., 
with the Pressure Maid paint 





sprayer with gold cap. Any type 
low pressure multi-color texture 
effect is accomplished in single 
spraying. Piston-type unit runs at 
motor speed. Campbell-Hausfeld Co. 


For more data circle No. 33 on postcard, p. 73 


Snap-on assembly lockset 
Here’s a three-piece snap-on as- 
sembly for interior locksets in the 





Alignalock line of residential hard- 
ware. Inside knob, rose and back- 
plate are pre-assembled. Non- 
loosening through-screws are pre- 
set so that units are just placed 
into latch assembly, snapped to- 
gether and tightened. Fewer parts, 
fast assembly, self alignment 
lessen installation time. Sargent & 
Co. 


For more data circle No. 34 on postcard, p. 73 


Rifles offer target sights 

New sights which are standard 
equipment on Mossberg bolt action 
22 cal. rifles, Nos. 340B and 346B 
are S-330 receiver peep and 58-320 
hooded ramp front. No. 340B is 7 
shot with clip magazine. No. 346B 
has tubular magazine for up to 25 
shorts. S-330 peep. sight has 
quarter-minute positive click ad- 
justments for windage and eleva- 
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The Market: Spray replacements for The Problem: Because these millions The Answer: Standardization! An official replacement 
America’s most popular kitchen faucets represent nearly all makes of kitchen _ line of eight items instead of dozens; presented through 
—those that feature the familiar auto- faucets, dozens of shapes and combi- tne cooperation of all manufacturers of kitchen faucets 
matic (thumb control) type of sink spray. nations of sprays and hoses have been with automatic sprays; coordinated by the new Auto- 
Almost twenty million are now in use. necessary for making replacements. matic Spray Service Center, an industry-wide service. 
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WANTED! 
1 IN 20,000,000 
| KITCHENS 


NEW STANDARDIZED 

REPLACEMENTS FOR ALL 

"Suara CONTROL” 
SINK SPRAYS 


If it’s a spray with a thumb control, these replacements 
will fit— regardless of the make of the faucet or the shape 
of the spray! Best of all, they’re easy to install, packed 
j with full directions in colorful window packaging that will 
| make your customers exclaim: “That’s just what I’ve - 
been needing!” De BONUS DISPLAY PACK \ 
There’s a big demand waiting for these standard / \ 
replacements, in millions of homes, to replace old sprays f $ GQ g Let EXTRA . 
and hoses, to repair and to modernize! / \ 
Anyone can transform any faucet with thumb-control : r R O FiT 
spray into a modern dishwashing faucet with Dish-Quik, TO EVERY RETAILER 
\ 
\ 


eee See zis iil 


— a oe ee 


the deluxe replacement. It suds, scrubs and rinses! Or, 

there’s 2 choice: for rinsing only, use the standard You’re in business when you order this minimum, complete j 
9 replacement, Rinse-Quik. \ display assortment. And you get a big, $9.95 profit 4 
) Featuring the choice of Dish-Quik or Rinse-Quik, this x bonus—one extra Dish-Quik Replacement Unit free! _,/ 
i new line of eight colorful packages includes new, ‘\ Act now. This is a limited introductory offer. _/“ 
: improved hoses with universal couplings, automatic ls Mail the coupon today! P: 
4 diverter replacements and all accessories. ~ 7 
1 They are now available through any manufacturerof «i a 3 pe sd 
kitchen faucets equipped with automatic sprays. Order a. canetll <P aateceg 
from your regular jobber or supplier. Or mail the coupon To: AUTOMATIC SPRAY SERVICE CENTER 31 


1700 East 58th Place, Los Angeles 1, California 


Please rush full information on the new standardized replace- 
ments for automatic sink sprays and your introductory offer of 
$9.95 bonus profit. 


today. The Automatic Spray Service Center will be glad 
to send you full information. 


NAME 





SEND COUPON TODAY 


TYPE OF BUSINESS 








STREET 





~ 
— ee ee SY Se a oy 


CITY ZONE_____ STATE 
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Heavy Duty Steel Bracket 






for straight or flare style 











BRASS LEGS 


Tapered all steel brass 
finish, rust resistant. 
Made in popular 
sizes, automatic self- 
leveling glide, tilts, 
swivels, adjusts to 
straight or flare style, 
complete with heavy 
duty bracket. 


WOOD LEGS 


..made of genuine 
hardwood beautifully 
tapered, in popular 

sizes from 342” to 28”. 
Swivel glide or solid 
brass ferrule, heavy 

duty steel bracket. 


“ WROUGHT IRON LEGS 


Hairpin leg made of 
heavy steel in 5 sizes, 
easily attached, available 
in black, brass or 
copper finish. 


BED SPRING LEGS 


Gracefully tapered of 
genuine hardwood. 
Patented steel clamp 
~. converts any coil or 
flet spring into a 
Hollywood bed. 7” in 
height comes in 
mahogany, biond or 
unfinished. 

























SHELF SPACERS 


Revolutionary new way 
to build bookcases, room 
dividers, step tables 
and shelves. Made 

in two sizes of 
genuine hardwood. 


SHELF BRACKETS 


Heavy duty wrought 
iron for shelves, 
doorways, flower 
boxes and signs. 


Send for 
FREE CATALOG 


showing complete line 
of the world’s finest 
bed and furniture legs | 








DENNIX Baye 
ST Telli e Reo MMM FLUSHING 54, N.Y 








ie ee, ee 








@ For more information 
on these products and 
services use free post 
card on page 73. 





tion. S-320 hooded ramp front 
sight has both bead and aperture 
leafs which are integral with 
sight. O. F. Mossberg & Sons, Inc. 


For more data circle No. 35 on postcard, p. 73 


Complete rocket firing toy 


This Lionel accessory, made to 
sell for $17.95, duplicates the firing 
procedure, complete with count- 
down, for a rocket launcher. Hand- 
operated magnetic crane lifts 
rocket from flat car cradle and 
Swings it to tower platform for 
pre-firing check and adjustment. 
Motorized tower, moving on own 
track, transports rocket to launch- 





ing platform. Rocket carrying car 


lists at $5.95. Lionel Corp. 
For more data circle No. 36 on postcard, p. 73 


Adhesive veneer covering 


Patrician is part of the Marvalon 
decorative adhesive coverings line 









for home decorators. Styled in an- 
ticipation of the trend toward rich 
stripes in decor, the new pattern 
features hair-line stripes of metal- 
lic silver and gold threads with 
small gold stars sprinkled through- 
out. Offered in white, turquoise, 
pink and yellow. Kimberly-Clark 
Corp. 


For more data circle No. 37 on postcard, p. 73 


Rug shampooing machine 


Here’s one of two series of rug 
shampooing machines equipped 





with three- 


lightweight plastic 
gallon solution tank and fountain 


brush attachment. Other features 
include fully adjustable handle, 
6 in. semi-pneumatic tired wheels, 
one-piece white rubber  wrap- 
around bumper. Safety right and 
left hand levers, low height are 
other features. Can be quickly 
converted to floor maintenance 


machine. General Floorcraft, Ince. 
For more data circle No. 38 on postcard, p. 73 


Quick-drying plastic paint 
Quik-Tred is a vinyl-plastic, 
heavy duty paint which dries in 
less than 30 minutes and makes 
concrete, pavement and wood 
sparkle with long-wearing color. 
May be used for stairs, patios, play- 
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grounds, traffic areas, factory 
floors, service stations, etc. It seals 
concrete, dries to hard permanent 
gloss to make floors easy to keep 
clean. Offered in 8 ready-mix 
shades, plus white tint base for ob- 
taining 75 pastel tones with Muralo 


tinting system. Muralo Co., Ine. 
For more data circle No. 39 on postcard, p. 73 


Gift tools for women 


Women customers will be inter- 
ested in this colorful household 
tool kit. Translucent plastic handles 
flaked throughout with gold is one 
eye-catching feature of the light- 
weight tools. In addition, the tools 
are steel plated with 22-carat gold 











or chrome. The kit, called Diligent 
Duchess, hangs anywhere in the 
home. It is available with 6, 7 and 
10 gold or chrome plated tools. 
Retail prices on this gift item 
range from $9.95 for the small 
chrome tool kit to $49.95 for the 
large gold plated tool kit. Con- 
solidated Tool Corp. 


For more data circle No. 40 on postcard, p. 73 


Numbered gang sprinkler 


Square gang sprinkler heads are 
numbered for position so that a 
full set of three or four will spray 
a perfect rectangular strip up to 














You too, can 








GET THESE 10 MOUNTED NUMBERS 


FREE 


WITH #600 OR #700 ASSORTMENTS 


Never ending construction, and constant replacements by 


“‘do-it-yourselfers” assures year 


house numbers. To encourage you to display them, we’ll give 


you FREE the 10-number 2-color 
display pictured, with your order 
for either our #600 or #700 assort- 
ment. Order from your jobber 


y. 
WESSEL numbers are unex- 
celled for Icgibility; they’re rust 
proof and will not run. All num- 
bers individually packaged with 
rust proof pins in WESSEL 


SHUTT 


authentic 


pins. 


WESSEL HARDWARE CORP. 
919-931 North Sth Street 
Philadelphia 23, Pa. 

In Canada: Geo. $. Hall Co. 
25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc. 
165 Broadway, New York 6 






t 


Rust proof, beautifully designed and proportioned in 
hammered Colonial effect. t. Ma apo 
duty utility. Overall le | 6%,” 


pins and washers inclu 
Also available with drive 





#600 assortment contains 200 as- 
sorted #301 numbers, brass finish; 
#700 assortment contains 200 #318 
numbers in your choice of ebony 
or half polished iron finish. 





’round demand for WESSEL 


From open stock, you can obtain 
WESSEL #301 numbers, authen- 
tic ROMAN style, 3” high in 
brass finish; WESSEL #318 num- 
bers are authentic COLONIAL 
style, 3” high m hammered sur 
face effect in ebony or half oa. 
ished iron finish. Both items 
individually es with pins, in 
heat sealed mylar bags. 


ER HOLDERS 






for heavy 
Lag screws, cotter 





te 









HAE-WH 397-158 








HERE’S WHAT 
WE SAY ABOUT... 


PROTO’S 






















PAT. PEND. 


“.. it sure saves time & skin off my 
knuckles.” aes 
Charlotte, Michigan 
“It helps me to turn in more labor. . .” 
Windsor, No. Carolina 
“*... never changes size while working 
with it.”’ 
Waco, Texas 
“It’s good, and something needed for 
a long time.”’ 
Derry, New Hampshire 
“ . . it eliminates resetting the size 
every time...” : 
Oakland, California 
“Your wrench is the best I’ve found...’ 
Butler, Pennsylvania 











ADJUSTABLE WRENCHES | 


} 


WHAT'S NEW 











65 ft long. Number 4 with largest 
orifice may be used as single square 
pattern sprinkler, covering up to 
1600 sq. ft. Heads retail singly at 
$1.75. Offered in sets of three or 
four matched units. No. 4 is offered 
singly. Clark Metals Co. 


For more data circle No. 41 on postcard, p. 73 


Natural finishes for wood 


Weldwood Satinlac Lightener is 
designed to give a light, natural 
finish for use as a base coat on 
woods. Satinlac finish, said to be 
improved four ways, may be ap- 
plied without darkening. Weldwood 
Satinlac, Satinlac Lightener, clear 


UGHTENE 


ms ree matewe oe 
ts © cesn trae OFF -” 
- eal 


ores mower corer 





Firzite and white Firzite are being 
shipped to dealers in redesigned 
labels containers to tell what prod- 
ucts are and what they will do. 
United States Plywood Corp. 


For more data circle No. 42 on postcard, p. 73 


Copper post lantern kit 


The Pasco post lantern kit 
features solid copper lantern of- 
fered at introductory special low 
price. Catalog is available showing 
complete line of contemporary, 
modern and traditional home style 


HARDWARE AGE, JUNE 19, 1958 








post lanterns, pendants, wall and 
bracket type outdoor lighting fix- 


tures. Pasco Products Div. 
For more data circle No. 43 on postcard, p. 73 


Mail box mounting post 
Homeowners wanting to install a 

mail box will want this 6-ft metal 

mounting post made of aluminum 


cae Pi 3 we 
e % ‘ ; 
. ae . unten ra . . » “are as pO 
7 MOA em - a 


with black protective finish. Fea- 
tures are: easy removal of post; 
fast repositioning when wanted; 
decorative style; large capacity and 
weatherproof construction. Kursh 
Products, Inc. 


For more data circle No. 44 on postcard, p. 73 


Raised-letter welcome mat 
This mat made to retail at $1.09 

has Fin-flex design to give a sqee- 

gee action for quick clearing of 
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NEW 
PROTO 


@eeeeeeeeeeeveeeeeeeeeeeeeeeeeeneeee eee ee Gee —" 


2209 Santa Fe Ave., Los Angeles 54, Calif. | PROTOSSsTO0 LS 


583 Allen St., Jamestown, N. Y. Sale: RRL PN 













SELLS 
ITSELF 


















ADJUSTABLE WRENCHES 


PAT. PEND. 


GOLVEN KNURL HOLS 
EXACT JAW OPENINGS Reed eine 6606666008 


AUTOMATICALLY | 


rRY Colorful display makes 
ONE it easy to select 


Now! Clik-Stop wrenches. 
No increase over 
PP pent regular prices. Now 
available in 4”, 6”, 8”, 
10” and 12” sizes. (16° 


and 20” sizes soon.) 





PROTO means PROfessional TOols 


ae ia X 


PENDLETON 
DIVISION OF TOOL INDUSTRIES 
‘wale a a 


83 








MOST WANTED 
TYPES... 


>S=——== . ww eee 


— a 
= JN fe NI = 


Sipser Steel 
MACHINISTS’ CHESTS 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tooi and die makers, aircraft and 
auto mechanics, millwrights, skilled techni- 
cians, etc. 





MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 


models) 2042” x9” x14” 


MODEL MT-7 (below) 
7 drawers and till 





i d cover ..- 
\l-drawn seamless reinforce 
a girder bottom Feinforcement 
Non-sag drawer and = ong : a “ 
ion drawer gliders WICH sale 
= Easy-to-clean porcelain: like fin- 
ish . . . Felt-lined drawers and til... 


King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


REPOS Se coy wae Son 





“a 














WHAT'S NEW 


mud, snow, water or dust from shoe 
soles. Raised letters are below 
scraping level with flexing fins ex- 
tending continuously over letters 
and across mat. Corner perfora- 
tions of border allow water to drain 
out. Ace Rubber Products, Inc. 


For more data circle No. 45 on postcard, p. 73 








Flexible steel door mat 


Many homeowners and those in 
charge of public buildings and 





factories, will be customers for 


_ this galvanized flexible steel door 


and floor mat. It keeps mud, dirt 
and snow outside, provides safe 
dry footing. It will lie flat and 


_will not mar painted surfaces. 


Quickly and easily cleaned by roll- 
ing it up and shaking slightly. 
La Porte Mat & Mfg. Co. 


For more data circle No. 46 on postcard, p. 73 


Cutting rack for hams 


Housewives and men who enjoy 
cooking will want the Ham-dy cut- 
ting rack made of heavy gage wire 
with electro-plated nickel finish. 
Ham or other meat is held secure 
by four griptite tines for easy carv- 
ing. Unit is 6 in. high, 6 in. wide, 


Do 











7 in. long with 6-in. handle for ease 
of movement. Suggested retail, 89¢. 
Embro Mfg. Co. 


For more data circle No. 47 on postcard, p. 73 


(Resume reading on page 16) 


TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 73. 





(Continued from page 16) 


Plastic aluminum in tube 


These 49¢ size plastic aluminum 
tubes are mounted on an eye- 
catcher four-color bubble-pack card 
to promote impulse sales. Trans- 
parent plastic bubble shows tube 
clearly while protecting it. Bubble 
pack card gives complete direc- 
tions for using product for general 
household repairs, fixing furniture, 


— owe gg 





YVONEY SACK GUARANTEE «om = 


sealing and patching autos and 
boats. Hercules Chemical Co. 


For more data circle No. 48 on postcard, p. 73 


Leaflets tell how to paint 


A series of six “how to” leaflets 
on painting has been prepared to 
tell home owners how to do just 
about every paint project that may 
confront them. Leaflets tell how to 
treat new wood furniture, new 
metal furniture, exteriors, inte- 
riors, and previously painted wood 
and meta! furniture. Du Pont Fin- 
ishes Div., E. I. Du Pont de Ne- 


mours & Co. 
For more data circle No. 49 on postcard, p. 73 


Booklet tells brush story 


The booklet, Behind A Good 
Brush, illustrates the various types 
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of bristles, hairs and fibres used in 
the manufacture of floor and sani- 


tary cleaning brushes. It also de- 
scribes yarns used in floor mops, 
both wet and dust types. It is de- 
signed to help dealers, salesmen 
and customers in selecting brushes 
for various types of floors and ap- 
plications. Flour City Brush Co. 


For more data circle No. 50 on postcard, p. 73 


Display for mixing faucets 

The Gyro single handle mixing 
faucets feature one-handle control 
of water volume and temperature. 
Display stand merchandiser holds 
model 10 with Rinsequik spray for 
kitchen, 8HA shower mixing valve, 
and adjustable shower head, and 
No. 56 wall mount kitchen or pantry 
mixing faucet. Faucets have triple 





chrome plate finish. Gyro Brass 
Mfg. Corp. 


For more data circle No. 51 on postcard, p. 73 


Catalog shows electric toois 


The 1958 line catalog of portable 
electric SpeedTools for professional 
craftsmen and do-it-yourself fans 
illustrates and describes 14 through 
5g-in. drills. It shows drill attach- 
ments, kits and stands, grinders, 
jig saws, polishers, sanders, pol- 
isher and sander kits, saws and 
accessories for Thor electric tools. 
Thor Power Tool Co. 


For more data circle No. 52 on postcard, p. 73 


Fold door hardware catalog 


A 4-page Har-Vey bulletin H-17 
features Har-Vey model B Slide-A- 
Fold hardware for folding doors. 
It details construction and features 
including new _ reversible jamb 
hinge with built-in door stop. Pho- 
tos show installation steps. Door 
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Sell ‘em by “the Pac... 






/ 
| 
| 
* No. M-P Victor 
i 
ft 


Twin-Pac, 15¢ 
(2 Victor mouse traps) 





No. M-S Victor 
2-Pac, 15¢ Gone are the days of one-at- 
(2 Victor mouse traps) a-time mouse trap sales when 
‘ No. M-O Victor ? you sell Victor traps. Victor 
4-Pac, 29¢ mouse traps are “‘d -up 
4" Visermemetane to sell” 2 or 4 at a time in 


the new Twin-Pac, 2-Pac or 
4-Pac display packages. 
When you add this sales ap- 
peal and quantity buying to 
- the big mark-up Victor gives 
you to start with, you’ve got 
the trap to catch more profits 
than ever before. 


Order Victor mouse and rat traps from 
OE we wc aan OO your wholesaler, today ! 


ANIMAL TRAP COMPANY OF AMERICA 


PA. « PASCAGOULA, MISS. ¢ BERKELEY, CALIF. e NIAGARA FALLS, CANADA 


pee LNA 


to join a select group of wholesalers. 


1959 
purpose: plana’ self-liquidating” 13s8+ay, 


catalog for your dealers. Ch AWN ¥ Garten ) 


reason: positive assurance of lowest 






LITITZ, 


























possible cost to you; highest possible 


returns for your dealers. 


let us show you what we did for Be 


38 : 
in SK Slies we ll do for you in Se >? 
Write or phone today. 


Meyer Merchandising Service, Inc. 
400 North Wells Street 


Chicago 10 WHitehall 3-0698 






























FULLER'S 
famous 


#100-S$ 
Self-Service 


“SCREWDRIVER 
') DEPT.” 


“Want Book 


PROFIT © 
MAKERS 





You can't sell empty pegs. You can't 
make profits on tools that aren't there. 
Every one of these popular screwdrivers 
are proven best sellers. Don't miss out 
on easy sales . . . quick profits. Fill in 
the bare spots and the thin spots. 


RE-ORDER FROM OPEN STOCK RIGHT 
NOW! All are carded and pre-priced! 










ney-maker: 


f\ 
| FULLER Ba-3-) 4 en | Pea 
a} Producer of Unbreaokabie 


' 3522 Webster Avenue, New York 67 Amber Handle Tools 


TO HELP YOU SELL 




























. .. there's nothing just like X-l-M FLASH 
BOND to make paint adhere fimly and longer 
to almost any type of surface. Yes... 


USING 







FIRST 


_ MAKES PAINT LAST 
y/ Ao Gan Gee @NO SANDING REQUIRED. It saves 
~) sanding and tacking off time between the 


primer coat and finish coat. 


e@ ACTS AS A RUST INHIBITOR. When 
applied over slightly rusted surfaces or 
where loose rust has been removed it 
stops progressive action of rust. 


@ IMPARTS FLEXIBILITY TO FINISH 
COATS. Resists damage to finish due to 
weather changes. Helps to resist dulling, 
chipping, peeling, flaking. 


7 
4 7 
4 
44 
y, 
4, 
4, 
4 7 
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iii: 
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YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


It is not "just another primer’ . . . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘'stick,"’ will stop peeling, popping, blistering . . . confi- 
dently recommend X-l-M FLASH BOND. Ask about our Special Dealer 
Assortment and Seies Helps. 





H. FORSBERG COMPANY 21272%55125 AYE 

















sizes and openings for two and 
four-door installations are shown. 


American Screen Products Co. 
For more data circle No. 53 on postcard, p. 73 


Carburetor cleaner display 


Carb Master carburetor and fuel 
line conditioner for small engines 





in power mowers, outboards, trac- 
tors, power tools, etc., is now pack- 
aged in a three-color eye-catching 
display package which holds six 
8-oz cans. Unit is finished in red, 
yellow and black. Rust Master 
Chemical Corp. 

For more data circle No. 54 on postcard, p. 73 


Redesigned polish package 


Here’s the new bottle offered in 
8 and 16-oz sizes for O-Cedar All- 
Purpose furniture polish. For a 





limited time, a distribution allow- 
ance will be in effect of 20¢ per 
ease of 12 of the 8 oz, 40¢ per case 
for two dozen 8 oz and 40¢ per 
case on 12 of the 16-oz size. O- 


Cedar Div., American-Marietta Co. 
For more data circle No. 55 on postcard, p. 73 





(Continued on page 90) 
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MAKE KING-SIZE 
PROFITS WITH 


The brand everybody wants as soon as they see it. 


inc O’ Lawn 


POWER MOWERS 
Ali models have 4-cycie Briggs & Stratton A SIZE FOR 





Experience has taught us this—once a prospect fi, af engines. Choice of Rope or Recoil EVERY NEED 

sees KING O’ LAWN-—tnere’s no sales problem. / Muadmaniinweacas. 18” Home Owner Model 
You’ll realize this is true when you see it. It’s / , | Se eee oe Ct ed pea 
the kind of equipment the dealer buys for his MN gg ite toe ed 
own home. f j drive. Iimmediate-response, hi-speed, 2.25 h.p. B&S engine 


automotive clutch. Wide, lawn-protecting, m 

semi-pneumatic tires. Crucible steei, (4) esbe cae 
heat-treated and normalized 6” reel. Bed : be 
Knife —lipped biade, oi! hardened crucidie carbon molybdenum stee! with- 
stands terrific shock. 16 gauge tubular, electric welded centre! handles. 


Compare King O’ Lawn with any other brand. 
It has more exclusive features—more sales 
appeal — more quality and workmanship — and 
means more satisfied customers—and more. 
profits to you. 





POWER EDGERS . 


All modeis have 4-cycle Briggs & Stratton 
' engines. Choice of Rope or Recoi! A MODEL FOR 
Starters. All have the same life-time, pre- EVERY CUSTOMER 
cision construction that is built into the Junior 
King 0’ Lawn power mower. Trims curves, (0) 1.75 ha toe engine 
angles or straight edges. Quick. Neat. : 
Edges walks and curbs at 5 feet per (2) Gardener Model 





Suggested retail prices 
range from $149.50 for 
the 18” Home Owner 
Model (right) through 
$284.50 for the 26” 
Heavy Duty Model (small 















































illustration). second. Mows 9” wide path when 1.75 h.p. B&S engine 
adjusted horizontally. Forget your scis- (3) Special Model 
sors, shovels and backaches.. Makes 2.25 h.p. BAS engine 
those tedious, neglected jobs a pleasure. 4) Senior Model 
Gives your yard that tailored, profes- ' a h.p. B&S engine 

















sional! look 





Suggested retail prices 
range from $79.50 for 
the Junior Model Edger 
(right) through $107.50 
for the Senior Model 
(small illustration). 








You-muich as you mow 





Find out about our ~ 
special introductory offer. 

It will mean 

king-size profits for you. 


A few choice dealer 
territories available. 


of vn rosa > : Wee ay (yh 
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Sprinkler Head eee ~ Reece Triming Blade — Grass Catcher — Sulky —fits all 
ee ele ” Heavy Duty Front-Throw mowers. Same 

“= Mows tall weeds 22 ga. galvanized high quality 

5 Scalps lawn Three times Quick-lock hitch 

around trees, normal capacity Comfy, air- 





along w.|.S fluted seat 


: 


KING O’LAWN, Inc., P.0. Box 1068 Tweedy Station, South Gate, California 
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Clauss Cutlery to Vichek Tool: 


“What a wonderful gift a 
your molded packages 
have been to our 


shears sales!” 


MR. LEONARD J. HALEN, Sales Manager, 
Clauss Cutlery Company, reporting: ) 


“Our early sales philosophy was based on the need in every 
home for pinking shears. This was our market. The potential 
could not be increased. All we should do is maintain the 
existing purchase rate. 

“But 7 years ago, our thinking changed. Why, we asked. 
couldn’t our shears hecome a highly unique and useful gift? 
Let’s unmask the inherent gift value, change from a 

“blind” conventional cardboard box to a gift-manded package, 
and “let nature take its course”! 


“Vichek Tool moldea the answer: a box of gleaming red 
opaque plastic with a hinged top of transparent plastic. Two 
ribs, molded into the box interior, formed depressions 
which secured the finger grips and blade. It’s a rugged box, 
providing positive protection against damage in shipment 
or store handling. The snaplocking lid keeps out dirt 

and dust. The package is an eye-appealing showcase on the 
counter, and a cherished storage box in the home. 

“Result: an immediate 10% annual increase in volume! 
And similar gains every year since! Plus new and 
important department store outlets for Clauss shears, 

won through this easy-to-promote new packaging. 

“One last note: The pinking shears success story led us 

to similarly package a three-piece set of embroidery 
scissors, and dressmaker and sewing shears. Switching 

to plastics from leather (in this case) reduced 5 mold Clauss shears and scissors boxes. Other packages 
packaging costs 20%—and stretched the peak marketing molded by Vichek hold nuts and bolts, mens’ belts, 
life far bevond the usual 2 year period for such a set. other haberdashery, as well as many other products. 
In fact, sales of this Clauss set have remained at a 

high level for all 6 years it has been packaged in its 

red-and-clear plastic box!” 


One of the molding presses at Vichek Tool used to 


What package will do the most powerful selling job 
for your product? At the least cost? The plastic 
package molder can offer valuable assistance 

in answering these questions. His analysis of sales 
and cost requirements are based on long experience in 
marketing. His package design services are ‘oth 
practical and imaginative. His productive facilities 
can supply molded packages by the hundreds or 
millions, in the most effective size, shape, or strength, 
and at the right price. 

Talk over your packaging plans with a 

molder. Marketers in many fields have—with 
gratifying results . . . and profit. 


Monsanto supplies a 
large variety of Lustrex* 
styrene molding 

. ; 
compounds to America’s 
leading molders 
of plastics packaging. 





Hyd 


*| USTREX: REG. U.S. PAT. OFFICE 


A sainpling of the wide range of stock 
plastic packages molded by Vichek Tool 
Company, Cleveland, Ohio. Robert L. 
DeVies, Plant Supervisor, left, and Donald 
R. Butler, Manager of Plastics Division. 












SEND TODAY 
ror FREE pata on 


Extra Profits from 
Quality-Built Augers! 


CLEAN-OUT AUGERS 


For clogged drains and closets; equipped with 
adjustable rotary handle; boring end bent as 
illustrated to pass through sink strainer, trap, 
and fittings. Available in regular finish or 
aluminum rust ban coating. Individually pack- 
aged in attractive counter dis: lay carton. 


THRIFTY « RUGGED: 
EASY-TO-USE 


STEEL TUBE 
CLOSET AUGER 


Rugged steel spring with Barrel Type Bor- 
ing Gimlet and sturdy steel tube. Longer 
lasting—lower cost. 


IDEAL FOR 
HOME USE 







— a 
GENERAL MANUFACTURES A FULL LINE 


OF ELECTRIC AND HAND-OPERATED 
CLEANOUT EQUIPMENT 


WRITE FOR FREE LITERATURE 
AND PROFIT-MAKING PRICE LISTS! 


GENERAL WIRE SPRING 


COMPANY 
904 South Sarah Street, Pittsburgh 3, Pa. 


OK! 


Address. 


Send details on Gen- 
eral’s Quality Augers! 











Firm__ 





City. Zone___ State___ 





M70 HELP YOU SELL 


























(Continued from page 86) 


Attractive lever handle 


A distinctive new lever handle 
styled to enhance building decor, 
has been added to the Uniloc series. 
Offered in brass, bronze and alumi- 
num this handle has an unusual 
thumb-groove on front end to pro- 





vide comfortable fit for user’s hand. 
Russell & Erwin. 


For more data circle No. 56 on postcard, p. 73 


Snack tray hang-up package 


Decoware Glass ’n Snack trays 
in four colorful designs are now 
packaged in a clear polyethylene 
hang-up pack. Bag is sealed by 
stapled header printed in red and 








white with space for price mark- 
ing. Continental Can Co. 


For more data circle No. 57 on postcard, p. 73 


Display for fix-it metal 


Aluminum Lab-Metal packaged 
in 59¢ tubes for easy application 
can be used cold to repair and 
protect metal, wood, plaster, glass 
or plastic materials. Large size 
packages available for industrial 
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use. Also offered in 6-0z can, $1 
and 114-lb can, $2.80. Alvin Prod- 
ucts, Ine. 


For more data circle No. 58 on postcard, p. 73 


New package for root killer 


Here is the latest merchandising 
display for FX-3 Root Killer, the 


FOO? Kiley 
PREVENT CLOGGiNG 


St WER Pips S 





chemical designed to prevent clog- 
ging of sewer pipes and septic tank 
or cesspool drainage fields due to 
tree roots, shrub roots and fungus 
growths. Price is $3.98 for full 
vear’s treatment. F'X-Lab Co. 

For more data circle No. 59 on postcard, p. 73 


Bath accessory circulars 
Two-color envelope stuffers fea- 
ture the Grote line of bathroom 
cabinets and accessories. Included 
are recessed vanitory cabinets as 
well as sliding door models. Circu- 
lars detail construction of the line 
and include illustrations of large 
and small items. Grote Mfg. Co. 


For more data circle No. 60 on postcard, p. 73 


Colorful catalog on vises 

A 16-page, two-color vise catalog 
illustrates and describes some of 
the manufacturing operations and 
features in the Desmond-Stephan 





HARDWARE AGE, JUNE 19, 1958 


















REALISTIC ? 
You'd swear they 
just flew in ! 


Pd 





- 


have everything your 


customers want... 
QUALITY ... victor Decoys have that 


quality look that tells your customers at a 
glance that here is the finest made. True-to- 
life design; the finest materials; expert 
craftsmanship and finish ... all of these and 
more combine to make Victor Decoys the 
finest you can offer to your customers. 


NEW DESIGNS -++- Victor Decoys 


now offer you a new, more true-to-life look. 
Decoys are wider across the back, sit lower 
in the water, giving a more lifelike appear- 
ance to high-flying game. Adjustable, all- 
position heads on many models and 
authentic, non-glare finish afford even 
greater realism. 


COMPLETE LINE ... When yow sell 
the Victor Decoy line, you sell the most 
complete line in the world. Victor Decoys 
are available in molded fiber, Tenite plastic, 
vinyl plastic, and wood; in the widest range 
of species; and in a range of prices to suit 


bee eeall 








the needs and pocketbook of ev2ry customer. | 


No. D-3 
Victor 
Magnum 


Built of light, tough molded fiber; finished in natural colors. 
Glass eyes. Mallard has head and wings painted with iri- 
descent paint for added realism and attraction. 9 species. 


Victor ze 
Majestic es 
Standard 


Life-size, Tenite plastic decoy; internally balanced. 


W ater-proofed and finished in realistic colors. Adjustable, 
all-position head with molded eyes. Seven species. 


No. D-16 
Victor 
Real Tuff 
Oversize 





A new, lifelike, durable decoy molded from tough vinyl 
plastic which resists damage from dropping or crushing. 
Unsinkable—shot-holes are self-sealing. Five species. 


Your wholescler has the new, 1958 full-color 
Victor decoy catalog. Write for it. Stock the 
complete line — order from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 
Niagara Falls, Canada 
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machinists vise line. It lists num- 
bers of old and new vises in the 
line. Repair parts are illustrated 
for various models. Desmond- 
Stephan Mfg. Co. 


For more data circle No. 61 on postcard, p. 73 


Flashing-light radio display 
This eye-catching flashing-light 

radio display can be used in 

window or as an in-store unit. 





Dealers who order 18 or more 
Arvin radios for delivery before 
Sept. 1 can get this “rocket to the 
moon” theme display lithographed 
in four colors. Automatic flasher 
operates behind central panel to 
light radios on lower shelf. Arvin 


Industries, Inc. 
For more data circle No. 62 on postcard, p. 73 


Fireplace building circular 


Bulletin VC-100 describes fire- 
place construction equipment ard 
includes specifications for standard 
cast iron and steel plate dampers 
as well as for the Beneform damper 
for unusual fireplaces. Entitled, 
“A Throat Damper for Any Fire- 
place’, it suggests how to construct 


“replaces. Bennett-Ireland, Inc. 
Fo: more data circle No. 63 on postcard, p. 73 








NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Two-in-one lift trucks 


This lift truck is built to handle 
either pallets or skids. Transpor- 
ters, operator-led low lifts may be 
equipped with auxiliary platform 
which can be folded back and held 


|upright so that truck can move 
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You 


A Good 
WAME... 





magi OF COURSE! 


And we have a good name, too! 


Southweatonn 


POLYETHYLENE 
PLAS TiGePire 


now comes to you with a permanently 
impressed brand not only on NSF pipe, 
but on our ‘Thrift-Line’’ too! Wherever 
SOUTHWESTERN POLYETHYLENE 
is used it can be quickly and positively 


identified because SOUTHWESTERN'S 





name won't rub off. 





Tested and proven in thousands of appli- 
cations, SOUTHWESTERN '’S POLYE- 
THYLENE PLASTIC PIPE merits your 


confidence when it is sold to your trade. 


SEND THE COUPON TODAY 
FOR ADDITIONAL INFORMATION. 





\/ 

| My Mail Today! | 
L¥e ) Gentlemen: 
if 
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é J [| Please send me additional information. 
é |_| Please have APPLICATION ENGINEER call. 








| 














| 
| 
| 
<cbeiaeaeid 


be STATE 


“Use Seuthweatern ..to be She 
KLAG 








Southwestern 


at | Oe od | od — 3 OB 


P.O. Box 117 « Mineral Wells, Texas 
Phone FA 5-3344 


92 

















pallets, or platform can be lowered 
over pallet forks for conversion into 
platform or skid handler. Skid 
adapter is made of ™%-in. wide by 
2 in. deep structural steel bars. 
Automatic Transportation Co., Div., 
Yale & Towne Mfg. Co. 


For more data circle No. 64 on postcard, p. 73 


Paint tube squeezer unit 


This machine is for discharging 
full contents of paint tubes without 
waste or smearing. Its use elimi- 
nates pale tints by providing full 
charge of even stiffest pigments 
into liquid vehicle. Squeezing ac- 





Mittin’ SBE ei 


tion cannot begin until manually- 
controlled handle is set in motion. 
Height is adjustable for different 
size cans. Paint tube opener in- 
cluded with each machine. Red 
Devil Tools. 


For more data circle No. 65 on postcard, p. 73 


Pallet-stacking frame 


The Tier-Rack increases storage 
space in existing warehouse area. 
Quickly attached to or detached 
from any standard wooden pallet, 
without tools or fittings of any 
kind, it comprises two identical 
frames fabricated of welded steel 




















For roasting outdoors with- 
out a spit. Easy to clamp 
the meat in the rack. 


Write for catalog 258 


ANDROCK 


OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL. 











PRODUCTS ARE PACKAGED 


TO CATCH EYES 
AND CREATE SALES 


Clotheslines Sash Cords Mason Line 

Starter Cords Jump Ropes Water Ski Ropes 
HANKS: Venetian Blind, 
Cords, 


Traverse, Shade 
Anchor Rope, Tow Lines, etc. 


Enjoy added volume and extra profit with 
NOVA Products . . . our Sales Offices in all 


parts of the country. 
| NOVA | oS fee 
West Georgia Mills 


Whitesburg Georgia 
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"Snap up” unit sales with the ‘Can't Miss”, 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for fifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A. quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGILL ""fomrany 


ILLINOITS 








"MARENGO -e@ 
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tubing. Snapped into place, they 
convert any pallet into a self-sus- 
taining racking or tiering device. 
Tier-Rack Corp. 


For more data circle No. 66 on postcard, p. 73 


Lapping machine folder 


Model 150 portable Simplex Lap- 
ping Machine for reconditioning 
reel-type mowers is described in a 
new folder. Machine can be used 
on gang mowers, heavy-duty power 
greensmowers as well.. The model 
500-D Simplex Reconditioner, of- 
fered with or without metal floor 
stand is also described. Fate-Root- 
Heath Co. 


For more data circle No. 67 on postcard, p. 73 


Dry chemical extinguishers 


Heat absorbing dry chemical 
powder turns into a fi: --killing gas, 
effective on both electrical (class 
C) and gasoline, paint, propane, oil, 





chemicals and other flammable liq- 
uid (class B) fires in these 20 and 
30-lb heavy duty extinguishers. 
Units are of heavy gage steel with 
shock resistant valves, reinforced 
discharge hoses and diffuser noz- 


zles. Buffalo Fire Appliance Corp. 
For more data circle No. 68 on postcard, p. 73 


(Resume reading on page 17) 

























STARRING today in the 


nation’s most interesting 


homes! Your most profitable 
cabinet hardware line! 


| STARS | 


FAST 's SELLING. 


erica 


+ ie ss 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper. 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 

#519 

Flush Type 

2516 

Semi- Conn 
yee J in Me or 


2515 
Offset Type in %" 

































#522 

Flush Type 

+520 

Semi- Concealed 
Type in %", 'A™ 
*". %" 


#521 
Offset Type in %" 







2595 

3° Centers 
(not avail- 
able in Nickel) 





KNOBS & BASES 


#597—I'/." Knob 
##597—2" Knob 
#510-B—2!/,"" Base 
3#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 


ALWAY MAGNET 
CATCH 
#232 






Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 











Ask for complete 
catalog & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
11/"*xI5/" x 2" 
to display 
mounted samples 
available upon 
request. 


RoDucts ©° 


STAR" METAL gins ae og, ¥ 


380 putier street Br 


Sold through wholesalers only 
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EVERYBODY 


is a customer for 








S-K /Lectrolite § ¥ 


giving you 
3- to 4-time turnover 
with 24 of the volume 
in big-ticket 
wrench sets 








THE HOME HANDYMAN is an important customer for 
quality wrenches. Remind him that you have the 
wrenches he needs, and he will buy. The eye-catch- 
ing, effective display of the S-K/Lectrolite No. 100 
Program does this selling job. 





THE FARMER wants full value in the things he 
buys. He recognizes the exceptional value in 
S-K/Lectrolite Wrenches which combine un- 
matched quality with truly attractive pricing. 








S-K/LECTROLITE 


THE AUTO MECHANIC, also a family man, is a regular hardware cus- 
tomer. He knows and uses S-K/Lectrolite Wrenches. S-K /Lectrolite 
leads in brand acceptance among men who earn their living with 


nen DESIGNERS AND | 
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Wrenches 


CONTRACTORS are just one of INDUSTRIAL MAINTENANCE MEN, like 

the many groups who need and most other tonl users, look for complete 

regularly buy quality wrenches— tool sets. S-K/Lectrolite provides the 

which makes S-K/Lectrolite wrench industry's fastest-selling line of 

profitable for hardware stores by wrench sets. This sales record pays off 

creating a 3- to 4-time turnover, with hardware stores getting 2/, of their 
S-K /Lectrolite volume from big-ticket, 
big-profit sets. 


APPLIANCE SERVICE MEN must have quality. tools. Every S-K /Lectrolite Wrench 
has exceptional strength, precision-finished openings and a handsome, polished- 
chrome finish. The close acting 40- to 70-tooth ratchets make work in tight spots 
quick and easy. 





APPROVED 
MERCHANDISING 
PROGRAM 


EPRICE HHS 





THE S-K/LECTROLITE NO. 100 WRENCH MERCHANDISING PROGRAM (pictured 
above) meets hardware space and selling needs. It includes the fastest selling 
wrenches and sets that cover 90% of wrench applications. Special wall fixtures 
create a Sales-boosting display in minimum space. Ask your wholesaler’s saleman 
for details . . . or write, wire or ‘phone S-K/Lectrolite Tools collect. 


_: 


Dept. 1403 

3535 W. 47th St. 

CHICAGO 32, ILL., LAfayette 3-1300 
> and 

DEFIANCE, OHIO, 3-2065 


MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 LEIS 
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How’s the Hardware Business? 





Home swimming pool market expands rapidly, 
offers hardware dealers quick, easy profit 


The home swimming pool market 
is overflowing with extra profits 
for hardware dealers. 

Here’s why: 

Every day scores of new swim- 
ming pools are going in back yards 
of homeowners. 

The number of permanent home 
swimming pools has increased 5000 
percent in the past nine years, to 
about 150,000. About 60,000 pools 
will be built this year. 

For every permanent swimming 
pool sold, several score temporary 
plastic swimming pools are sold. 


Profit on chemicals: 40 percent 


The market continues to mush- 
room. Mass merchandising and pro- 
duction have taken home swimming 
pools out of the luxury class and 
into the reach of every family that 
has a little ground and can afford a 
new car. 

Home swimming pool owners are 
in the market for sporting goods 
equipment, outdoor furniture, bar- 
becues and accessories, outdoor 
lighting, fencing, pool cleaners, 
special waterproof paints, bacteri- 
cides and algaecides to keep water 
sanitary. 

Home swimming pool owners will 
spend nearly $6 million for chemi- 
cals this year. The average owner 
of a backyard swimming pool will 
spend about $100 for chemicals 
during the summer. 


Everybody can afford a pool 


The hardware dealer who sells 
chemicals averages 40 percent mar- 
gin of profit. He needs little in the 
way of inventory or display and 
practically no advertising. 

The first thing the dealer does 
is get a prospect list of swimming 
pool owners. He can get the names 
of prospects from his community’s 
health department since nearly all 
municipalities require registration 
of private swimming pools for 
health regulations. Building permit 
applications are another source of 
prospects in many areas. 


96 


Then the dealer checks his pros- 
pects and explains the need for the 
proper chemicals to keep the pool 
sanitary. He makes his sale and 
then supplies the necessary chemi- 
cals. 


Even in a community with only 
three home swimming pools, and an 
average unit sale of $100, a dealer 
has a profit of $120 on chemicals. 

In warm climate areas, where 
there are more swimming pools, a 
display of chemicals takes up about 
6 sq ft of floor space. 

Three main chemicals are needed 
by the average home swimming 
pool owner, according to Pennsalt 
Chemicals Corp., Philadelphia, a 
swimming pool chemical manufac- 
turer. These are chlorine powder 


Promotions 








or tablets for protection against 
bacteria and algae, a powder for 
controlling pH in the water to re- 
move stinging sensation, and a 
coagulant to collect tiny particles 
of matter into masses so that they 
sink to the bottom of the pool for 
easy cleaning. 


Customers reduce time 
payments during April 

For the fourth straight month, 
customers paid off time purchases 
at a faster rate than they added 
to them. 

During April customers reduced 
their outstanding instalment debt 
by $123 million, the Federal Re- 
serve Board reports. 

In the first four months of 1958, 
customers reduced time payments 
by $1.1 billion. They still owed 
$32.9 billion at the end of April. 

Most of the drop has been in 
automobiles, according to the Fed- 
eral Reserve Board. 








Tait offers special Ist 
installation warranty 


A one-year unlimited warranty 
on the first installation of a Rapi- 
dayton submersible pump has been 
announced by Tait Mfg. Co., Day- 
ton. 

This special warranty applies to 
both 2-wire and 3-wire Rapidayton 
models used in 4-in. or larger wells, 
0 to 500 ft in depth. 

The offer in no way affects Tait’s 
standard warranty on submersi- 
bles, according to the company. 


Rubbermaid promoting 
laundry baskets’ sale 


Rubbermaid Inc., Wooster, Ohio, 
is promoting rectangular laundry 
baskets by offering a free round 
wash basin with each laundry 
basket. 

Customers receive the wash ba- 
sin, which regularly retails for 98¢, 
free when they buy the laundry 
basket for $3.98. 


Manufacturers’ New Merchandising Plans 


The offer has been advertised in 
coior ads in Sunday newspaper sup- 
plements in major cities. 

Dealers ordering six rectangular 
laundry baskets receive a promo- 
tional kit which includes six wash 
basins, a full-color window banner, 
a full-color display card, sample 
folders for mailing to customers 
and forms for ordering, and ad 
mat proofs. 


Booklet on electrical 
promotions available 


A 24-page booklet of mercandis- 
ing promotions for electrical appli- 
ances and electric housewares is 
available to hardware dealers from 
Live Better Electrically. 

Dealers can use the booklet to 
work out their own promotions or 
participate in a community-wide 
promotion. 

The booklet presents a checklist 
of 12 retail promotion ideas, a 13- 
point plan for Live Better Elec- 
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“For service and initiative above and be- 
yond the call of duty in suggesting ““Scotcn”’ 
Brand Masking Tape with every paint sale!”’ 




















Every Gunner Needs 
Hoppe s Products 


: because the Hoppe Line includes everything needed 
for the cleaning and care of his guns. Ask your 
jobber about Hoppe’s No. 9 Solvent, patches, oil, gun 

grease, gun and pistol cleaning rods and be sure to 

see the Hoppe Pack and the Hoppe De Luxe and 


el 





Hoppe Utility complete gun cleaning outfits. 


| FRANK A. HOPPE, INC. 


2314 North Sth St., Philadelphia 33, Pa. 
































i 











HARDWARE AGE, JUNE 19, 1958 























































Profit Packed 
aud Fast Sebbing! 


i) PRO-TEX 


STOVE MATS 


Get Results! 





No housewares department is com- 
plete without PRO-TEX... America’s 
#1 line of metal and asbestos stove 
mats. Designed right — priced right 
... Customers everywhere buy them 
on sight! So... for bigger profits in 
‘58... display PRO-TEX today! It’s 
the stove mat line with built-in sales 


appeal! WH) 





EXCITING COLORS 
AND PATTERNS 


LARGEST SELECTION 
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FINEST 
CONSTRUCTION 


MATS IN EVERY 
PRICE CLASS 


ATTRACTIVE FLOOR 
AND COUNTER _. 
DISPLAYS = (i(“(Gts aan ss 





Pro-Tex stove ond table mats 
protect fine surfaces against 
heat, scratthes and marring. 
101 uses throughout the home. Bye 8 ge tn 


» Fag a — 


FOR EXTRA SALES, 
EXTRA PROFITS! 
Fast-moving accessory items. 


Ask your 
jobber to 
show you 
the complete 
HOT DISH MATS BURNER PADS IRON RESTS PRO-TEX line. 


Ballonoff METAL PRODUCTS CO. 


2536 EUCLID AVENUE e CLEVELAND 15, OHIO 
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it’s NEW... 
the only easy, 
really right way to 


FILL CRACKS 


In wood or plaster 

Around sinks or bath tubs 

Between window frames 
and plaster 


GROUT PLASTIC TILE 
GLAZE WINDOWS 


Matic 


*Trade Mark 


CRACK FILL GUN 












Here’s a tool that makes home 
repairs a breeze! ““Do-It-Your- 
selfers” can now get profes- 
sional results—easier, faster! 


Max-Tic CRACK FILL gun’s 
screw action gives steady, even 
flow of compound. A reverse 
turn stops flow—prevents 
waste and mess. The needle 
point fills even fine cracks. 
Change to large nozzle and 
windows can be glazed with 
speed and skill. 


Max-Tic CRACK FILL COM- 
POUND and Max-Tic GLAZ- 
ING COMPOUND are pack- 
aged in 1/16 gallon plastic 
tubes that slide into the gun 
barrel. Compounds are the 
right consistency for their 
jobs—and the plastic tubes 
have long shelf life. 


Retailers make a multiple sale 
—a Max-Tic gun and several 
tubes of Max-Tic compounds. 
And repeat sales of compounds. 


Ask your 
wholesaler for 
the Max-Tic 
Merchandiser or 
write direct to 








McCARTEN INDUSTRIES, Inc. 


Chagrin Falls, Ohio 
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(Continued) 


trically community-wide promo- 
tions, and case histories of success- 
ful promotions. 

Copies of the booklet, Retail Pro- 
motion Handbook, may be ordered 
at 10¢ per copy from Live Better 
Electrically, 239 Great Neck Rd., 
Great Neck, N. Y. 





Market for second TV 
set is far from filled 


The number of households hav- 
ing two or more television sets has 
nearly doubled in the past two 
years, the Census Bureau reports. 

But the market is far from satu- 
rated. About one home in 14 has 
more than one television set com- 
pared with one in 25 in 1956. 
Three out of four homes with tele- 
vision sets today are potential cus- 
tomers for a second set. 

At the start of this year, 83 per- 
cent of all households had at least 
one television set. This compares 
with 80 percent a year ago and 73 
percent in 1956. 


Display influences 1 
out of 2 impulse sales 


Many hardware dealers know 
that display is important in making 
impulse sales. 

For instance, one out of every 
four sales in department stores is 
an.impulse sale. And one out of 
every two impulse sales is made 
as the result of display. 

That’s what the National Retail 
Merchants Assn, Sales Promotion 
Div. was told at its annual con- 
vention by Sylvan Freund, presi- 
dent of the National Assn. of Dis- 
play Industries. 


U. S. Plywood revises 
Weldwood price policy 


United States Plywood Corp., 
New York, has revised its pricing 
policy on Weldwood wood finishes 
and adhesives. 

Under the new policy, the dealer 
discount has been raised to 40 per- 
cent from 3314 percent. The new 
discount rate applies to orders of 
12 gallons or more for finishes. 














A $10 SHOWER HEAD 
AT ONLY 
+495 


RETAIL 


SPARTAN 


MULTI 
"STREAM 


Adjustable 
SHOWER HEAD 


Change instantly from 
needie to heavy spray. 
No change in tem- 
perature. 


Just flip the lever to 
adjust the head from 
invigorating, fine 
needie-sharp spray to 


re 4 
| | | \ \ heavy dousing spray 


SENSATIONAL 
SELL — OUT 





‘\... and anything in be- 
‘tween! No mess or 
. fuss with hot and cold 

faucets...no chance of 








—_———-— 








' | \ \ scalding or freezing. 
. \ Set water temperature 
\ Gesired just once and 
| , use the Multi-Stream 
Head for all other ad- 
| | justments! Heavy 
\\ fajotaie sve bel 
, = | Adjustable swivel ba 
Write for literature head permits spray in 
‘| <S Bao & , 1 any divection. 
Full Mark Up 
Liberal Advertising Allowance 
SPARTAN CORPORATION 
32-55 74th St., Maspeth 78, N.Y. 














11 decorators’ colors 


toilet : 
; seats | 


- PURITAN im 


See your jobber! 
Co ate, PRODUCTS, INC. 


CLEVELAND 2, OHIO 
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Consumer Mailers—— 


New Wholesalers’ Aids 


for Dealers’ Use 


Janney prepares 8-page 
summer sale circular 


Janney, Semple, Hill & Co., 
wholesaler in Minneapolis, has pre- 
pared a Mid-Summer Sale circular 
for dealer use just before the 4th 
of July. However, dealers may use 
the circular for a sale after July 4. 

The eight-page, tabloid-size cir- 
cular is printed in three colors. It 
has space on the first page for 
dealer imprint. Space is provided 
on the back page for customer ad- 
dressing. 

A four-page section features 
Janney paints. Also featured in 
the circular are barbecue and pic- 
nic supplies, sporting goods, house- 








wares, fans and lawn and garden 
supplies. 


Janney also supplies a merchan- 
dising kit containing store display 
materials, newspaper mats, and ra- 
dio scripts so dealers can back up 
the circular. 


Summer fiyer prepared 
by Bostwick-Braun Co. 


A Summer Bargain Picnic flyer 
is now available to dealers for cus- 
tomer distribution from Bostwick- 
Braun Co., wholesaler in Toledo. 

The tabloid-size flyer is eight 
pages, printed in four colors. Its 
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Boontonware Belle 
47-pc. Service fors | 29-83 


open stock valve 58.15 
Proven Promotion Back Again for June 15 to Sept. 15 Selling 


A repeat of last year’s ““Once-Only Purchase” sell-out—a 
45-piece service-for-8. Now bigger, better than ever —- a 
47-piece service-for-8 selling for less. Your customers save 
almost: half on the most popular of all Boontonware! Don’t 
get caught short! Orders had to be returned unfilled last 
year ... the demand was that great. Order early ... you 
can only order once! 





Guaranteed Against Breakage 


Joonlonware’ 
finest of all Melamine dinnerware 
BOONTON MOLDING COMPANY, BOONTON, NEW JERSEY 
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SMART 


DIE CAST 


CUP HOOKS 


a 
‘ 
es 7 different colors, Nickel and Brass. 
Lis i? sizes. 5-to-a-card or in 
Ue boxes of /00. eoeeed 


\*rUTILITY HOOKS 


Handy self-screw all purpose 
hook in bright plated finishes. 
2-to-a-card or 
in boxes of 50. 





GRIES 
E-Z 


teal ate 





























Sn) Lacquered Brass, Nickel, 
Chrome or Bright lridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


tate Wi NG NUTS 


Bright rustproof finish . . . 
4 popular sizes .. . boxed 
in an attractive counter 
display. Also available in 
bulk or packaged 100-to- 


as COAT HOOKS 


a-box in a com- 
plete range of 
thread sizes. 


|e CAP NUTS 


Attractively finished and packed 
in a self-selling — display 
assortment in popular 
sizes. Also Bae Pe ¥* Poulk 
or in boxes of 100 in ali 
thread sizes. 





Jobbers: Write now for prices and 
catalog sheets on GRC's full line of money-maki 
hordwore items, including DRAPERY RINGS, SCREEN 
& WINDOW HARDWARE, DRAIN COCK KEYS. 
Dealers: See your jobber salesman for immediate 
delivery on these and other 
GRC hordware items. 





© 
<m World's foremost producer of small die castings 


161 Beechwood Ave., New Rochelle, N. Y. 
NEw Rochelle 3-8600 











New Wholesalers’ Aids 
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theme is a nine-day sale starting 
on a Thursday. 

More than 65 items are featured. 
These incl*de housewares, sport- 
ing goods, picnic and barbeque sup- 
plies, and lawn and garden tools. 


Shapleigh Hardware Co. 
prepares summer mailer 
Shapleigh Hardware Co., St. 
Louis, wholesaler has prepared a 
four-page summer sale. mailer for 
dealers to send to their customers. 
More than 130 items are featured 
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in the newspaper-size mailer. 


Theme is “Summer saving sale.” 

Items featured include fans, pic- 
nic supplies, lawn and garden items, 
hardwares, housewares, tools, toys 
and sporting goods. 

Shapleigh also has a 200-piece 
store display kit, newspaper mats 
and radio scripts available for deal- 
er tie-in use. 








SyOQ-FLyY 
BREEZETTE 
FAN 


creates a delightful breeze . . 
no harsh drafts ... 

no intermittent blasts... 
shoos annoying pests... 
S =  $preads comfort indoors... 
ideal for shop and office... 
heightens outdoor fun 

A\ in the patio 

and at the poolside... 
guards baby against 

germ laden flies... 

Slowly rotating blades 

are pliable and safe. . 





DISTRIBUTORS 
and DEALERS 
WANTED 





HEHR MFG. CO, 
3353 CASITAS AVENUE 
LOS ANGELES 39, CALIFORNIA 











Only 
DURO 
The Original 


PLASTIC 
ALUMINUM 


is in the 
award winning 


SHOW-PAK 
WOODHILL CHEMICAL CO. 
1391 E. 34th S+. 
Cleveland, 0. 














GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 





























The Quality Standard for ~—- 45 Years 
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METAL POLISH | 


Cleans copper, brass, chrome, 
stainiess steel and aluminum. 
Every sale a sure “repeat” 
customer. 

Write for Catalog Pages and Prices 


BOYER CHEMICAL CO. 
1611 Church St., Evanston, Ill. 


FOS Ait METALS 
SOPH OR « BRATS 
cease + > 
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HA's Toy Forecast Confirmed By Expert: 
Buy, Promote Early For Increased Sales 


An increase in 1958’s toy sales 
over last year will result from 
strong, early sales promotion 
backed up by ample stocks. 

That’s what HARDWARE AGE said 
in its Toy Merchandising Guide 
(May 22, p. 51-66). The importance 
of this statement was recently 
confirmed by the top toy buyer 
for an important chain of depart- 
ment stores. This buyer, Sidney 
Stark, of Kirby, Block & Co., fore- 
cast sales gains of 4 to 7 percent. 

HARDWARE AGE’s Toy Guide 
stressed the need for confident, 
early buying of the bulk of toy 
lines, keyed with promotions be- 
ginning right after Labor Day. 

Mr. Stark stated it this way: 

“Buy with confidence. Our 
studies show there is not going 
to be any recession in the toy 
business. Don’t follow too cauti- 
ous a role in placing orders. 

“Promote best selling items as 
early as possible without waiting 
to see what competition will do. 
The wait-and-see policy can prove 
dangerous.” 

Mr. Stark added: “In the pres- 
ent market, suppliers will not 


stockpile great quantities of mer- 
chandise. Retailers who delay or- 
ders may experience.severe diffi- 
culties in getting needed quanti- 
ties for quick delivery. 

“Buyers making .toy selections 
now should order about 70 percent 
of their total toy needs for Christ- 
mas sales. The remainder should 
be set. aside for new and promo- 
tional items,” Mr. Stark said. 


How to spend toy dollars? Here 
are Mr. Stark’s recommendations: 





Classification Percent 
Dolls, accessories .......... 25.0 
Mechanical toys ........... 13.0 
ee I os a's sue cee 8.0 
De ks ov tee ie 3 Oa ces 8.0 
CORIO. og. 3 Soo eas he + oom 7.5 
Playsuits, holster sets...... 7.5 
PES-GEROG? COPE .0 50 cic ces 7.0 
RS a ce te 4.5 
ee ee ee chadeuws 4.5 
Construction toys .......... 4.0 
GE ae oa tb wdlew ge aes 3.5 
oe ow Ss 3.5 
a So a Sct 6 bc oc wwe 3.5 
een ED... ca cc ccsens 0.5 

100.0 





Price alone won't keep 
customers, study shows 


Stores that use price alone to 
lure customers won’t keep them 
coming back. 

This was shown in a recent study 
of five super market organizations 
made by Mass Marketing Research, 
Inec., an affiliate of Super Market 
Merchandising magazine. 

The study shows that customers 
want more warmth, friendliness 
and help from store managers and 
sales people. Customers shop stead- 
ily at a store primarily because 
they like the personnel. 

Another factor brought out in 
the study is the customers’ desire 
for social status. They visualize a 
“price only” store as being low so- 
cially. No matter how modern the 
store may be, customers will often 
describe it as dark, dirty, and.old 
fashioned. 

Customers will hesitate to shop 
in such a store: very often since 
they don’t feel important when they 
are there. 
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Shoppers seek values other .than 
price at a store. It is up to store 
personnel, then, to build and main- 
tain shopper loyalty, according to 
the study. 


Here's how to promote 
gas dryers in summer 


Here’s another promotional angle 
you can use this summer to sell gas 
ciothes dryers. 


Long range weather forecasts in- 
dicate this will be a wet summer in 
most sections of the country. Point 
out to prospects that they don’t 








| 
; 
' 


have -to worry what the outside | 


weather conditions are if they have 
a dryer in.the house. 

The idea comes from the Gas Ap- 
pliance Mfrs. Assn. 


Business failures drop 


Business failures totaled 278 in 
the week ended May 29 compared 
with 337 in the preceding week, 
according to Dun & Bradstreet, Inc. 
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A natural for building 
Do-It-Yourself” 
Sales! 











Fast-Moving 
National 


Weatherstripping 


Easier to sell! Easier to install! 


You'll find a big, ready-made ‘‘do-it- 
yourself’’ market for all of National’s 
weatherstripp:.g products. They’ re fur- 
nished completely machined and 
punched, with fastenings included in 
each box—ready for simple, speedy 
installation. Too, each National prod- 
uct is attractively packaged to sell 
on sight. 

Just display the complete National 
line and normal store traffic will move 
these high-quality products fast. If 
your jobber can’t supply you, write us. 


Look io |, 
for 


Quick Sales... 
Nice Profits! 


COMPLETE LINE “OF NA- 
TIONAL AND COLUMBIA 
WEATHERSTRIPPING * 
+ TRIPL-TITE” ALUMINUM 
SIDING * PORCELAIN 
ENAMEL BUILDING 
: PANELS AND SIGNS 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 








Manufacturers add new 
warehouses and plants 


Lafayette Brass Mfg. Co., Inc., 
New York, has opened a new, one- 
story factory and assembly plant in 
Brooklyn, N. Y. 

P. & F. Corbin Div. and Russell 
& Erwin Div., American Hardware 
Corp., New Britain, Conn., have 
opened a new warehouse in Ana- 
heim, Calif. 

Campbell Chain Co., York, Pa., 
has opened a new warehouse in 
Chicago. 

Tait Mfg Co., Dayton, has pur- 
chased a 57-acre tract adjoining its 


Gettysburg, Ohio, branch for possi- 
ble future expansion. 

Hanover Wire Cloth Div., Conti- 
nental Copper & Steel Industries, 
Inc., Hanover, Pa., has opened a 
new warehouse in Hicksville, N. Y. 

DeVilbiss Co., Toledo, has moved 
its northeastern headquarters from 
Newark, N. J., to Springfield, N. J. 

Dayton Rubber Co., Dayton, has 
opened a new research and devel- 
opment laboratory at Hawthorne, 
Calif. 

Granet Corp., Framingham, 
Mass., has opened a new warehouse 
in Portland, Ore. 









because Plastex gives 


Plastex Polyethylene . . 
from %” thru 6” — 75 and 100 psi 
pressure rated —single and twin- 
tube types—lengths to 600’— 
NSF approved. 


Plastex Kralastic . . 
4” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end — NSF approved. 


Packaged Nylon and Styrene insert- 
type, for mechanical coupling to 
flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid 
Plastex Pipe—in every wanted 
style, ultra precision made, NSF 
approved. 


Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 
dry joints—10’ and 20’ lengths. 


mM PLAS TEX ©. 


you more fo sell! 


FLEXIBLE PIPE 


. In sizes 


SEMI-RIGID PIPE 


. in sizes from 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 


Let us send you complete information 


3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 








Hardware Stere Sales 
Turn Up 1.4% in April 

For the first time in 13 months, 
retail hardware store sales show 
a gain. 

Total retail hardware store sales 
in April were $224 million, the 
Commerce Dept. reports. 


That’s $3 million, or 1.4 percent, 
more than in April 1957. And the 
figure represents a whopping 25.8 
percent sales increase from March 
1958. 


Here are the VU. S. Commerce 
Dept. unadjusted estimates of 
hardware store sales: 


(millions of dollars) 





1958 1957 #1956 
January 172 183 175 
February 154 174 171 
March 178 208 207 
April 224 221 227 
Four month 
totals $728 $786 $780 
May 253 266 
June 248 275 
July 238 250 
August 234 251 
September 225 245 
October 240 258 
November 229 254 
December 283 314 
Totals $2,736 $2,893 


Sears reduces prices 
of power hand tools 


Price reductions up to 33 per- 
cent on portable electric hand tools 
are announced by Sears, Roebuck 
& Co. 


As an example, a sander-polisher 
which retailed for $14.95 has been 
reduced to $9.99. 


Sears said the reductions are the 
result of economies in production 
and distribution. 


Hearings start on tack 
industry trade rules 


Hearings on proposed new trade 
practice rules for the cut and wire 
tack industry were started June 
2 by the Federal Trade Commission. 


The proposed rules cover such 
subjects as misrepresentation, dis- 
crimination, exclusive deals, sales 
below cost and attempts to suppress 
competition. 
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LLL LNT Se EC TID cans es ae ee a ae a ee 
geet REFLECTOR HARDWARE CORP., Dept. HA-6 


SHOW TOOLS = Perse fy 1400 NORTH 25th AVE., MELROSE PARK, ILL. 


ee ee } Gentlemen: 
WHERE | : —— Please RUSH my free copy of the 


THEY... a sae Fi ‘mags ~ new Spacemaster 57-S Catalog. 
* sf . me % igs ee “ a Name 
can be ae Fiat Ma oe: Position 
seen 7 % = his i hg fg B&B Firm Name 
ot cor” : Address 
City Zone___State 


easily 
ae 
can be 
readily 
inspected in 
orderly 


arrangement. 


Isoaocuwne® 
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£Visit Our Showrooms 

JEFLECTOR i« 
; HARDWARE CORP. 
poi ea Ranben MAIN OFFICE AND FACTORY PACIF€C COAST OFFICE AND SHOWROOM 


225 W. 34th ST. 1400 N. 25th AVE. 851 S. LOS ANGELES ST. 
NEW YORK 1,N. Y. MELROSE PARK,ILL. LOS ANGELES, CALIF. 











3RIFFIN HINGES 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 























HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 
VisiPak. 


\ a GRIFFIN MANUFACTURING CO., ERIE, PA. 
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Credit and Economic Subjects To Be Studied 
At NRHA Congress in Chicago; July 27-31 


Credit selling, pricing, 
store-traffic building,  eco- 
nomic trends and govern- 
ment aid to small business 
will be studied at the 59th 
annual Congress of the 
National Retail Hardware 
Association, July 27-31 at 
Chicago’s Conrad Hilton Ho- 
tel. 

Here are the details: 

Sunday, July 27: Regis- 
tration, board of governor’s 
meeting, and dinner for 
officers, directors, and past 
presidents and their wives. 


Monday: Registration con- 
tinues, president’s reception 
and dinner with an enter- 
tainment theme of “The 
Roaring Twenties,” floor 
show and dancing. 


Tuesday: “Industry Day” 
with official family break- 
fast; keynote address by 
Carl E. Graeff, president 
NRHA. 

“Wholesaling Meets. the 
Challenge” will be the sub- 
ject of a talk by John S. 
Stiles, president, National 
Wholesale Hardware Assn., 
and president, Morley- 
Murphy Co., wholesaler at 
Green Bay, Wis. 

W. H. Sahloff, president 
of the National Housewares 
Manufacturers’ Assn., and 
vice-presicent and general 
manager of General Electric 
Co., will speak on “Selling in 
a Price Disturbed Market.” 

“Sell Yourself” will be the 
topic for a talk by D. C. 
McDermand, sales promotion 
manager, Hamilton Mfg. Co. 


J. Paul Walsh, deputy 
director, Naval Research 
Laboratory, will give an in- 
formal talk, “Project Van- 
guard,” to wind up _ the 
morning session. 

The Hon. Frank Ikard, 
Congressman from Texas, 
will speak on “Big Assist to 
Small Business.” 


Wednesday: “Operations 
Day” opens with a talk, 
“Everything Hangs on 
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Sales,” by Prof. William B. 
Logan, Ohio State Univer- 


sity. 

Economist Richard  E. 
Snyder will discuss “Pricing 
for Profits.” 


“Credit Gets the Business” 
(Continued on page 106) 


Paul Herr Moves Up 
At Herr & Co., Inc. 


Paul H. Herr has been ap- 
pointed merchant trade sales 





PAUL H. HERR 


manager of Herr & Co., Inc., 
Lancaster, Pa. wholesaler. He 
replaces the late B. F. Metz- 
ger. (See HA Mar. 13, p. 
222.) 

Mr. Herr joined the firm in 
1931 and has worked inside 
and outside in trade sales 
since that time. 

Del L. Gibney has been ap- 
pointed to assist Mr. Herr. 


J. M. Crawford Joins 
Disston Division 


James M. Crawford has 
joined Disston Div., H. K. 
Porter Co., Inc., as assistant 
general sales manager. 

He was sales manager -of 


Lectrolite Corp., Defiance, 
Ohio. 
Mr. Crawford will make 


his headquarters at the Dis- 
ston Philadelphia plant. 


Packaging and Hard-Sell 
Spark Hardware Show 


The keynote for the 1958 
National Hardware Show is 
hard-sell merchandising and 
self-help packaging, with 
thousands of. new, wanted 
products on display, accord- 
ing to Frank M. Yeager, di- 
rector of the hardware show. 

More than 1000 manufac- 
turers will show their wares 
at New York’s. Coliseum, 
Sept. 29-Oct. 3. 

Lawn, garden, outdoor liv- 
ing, and casual furniture 
lines will be prominent in a 
four mile display of general 
hardware and housewares. 

All floors and mezzanine 


of the Coliseum will be occu- 
pied. More than $3 million 
worth of merchandise will be 
shown to an expected 40,000 
buyers, Mr. Yeager said. 
More than a million tickets 
of invitation have been ex- 
tended to the trade by exhibi- 
tors. Advance registrations 
are now being accepted from 
wholesalers and retailers in 
the U. S. and abroad. 
Buyers can _ register in 
advance of show time, and 
speed up their first-day visit 
by writing to the National 
Hardware Show, Suite 1103, 


‘331 Madison Ave., New York 


City 17. Hotel reservations 
for buyers may also be made 
through this office. 





DEALER BRIEFS: 





Idaho Store Bounces Back In Reopening 


After Big Fire; New 


Rexburg, Idaho—Free 
gifts and special sales items 
were features of the recent 
grand opening of the remod- 
eled Rexburg Hardware. The 
store was badly damaged by 
fire earlier this year. 


Augusta, Me.— Augusta 
Hardware & Supply Co. 
opened its new store in April 
on Western Ave. The plumb- 
ing, heating and electrical 
supplies wholesale division 
has an entrance separate 
from the retail division. 


Freeport, Tex.—Jim Saf- 
ford recently held a _ three- 
day grand opening of Safford 
Hardware at 617 Gulf Blvd. 
Visitors. during. the three 
days were invited to partici- 
pate in free drawings for 
merchandise. 


Oak Harbor, -Oinio — Oak 
Harbor Hardware. Co. re- 
cently held a two+day open- 
ing of its appliance annex. 
The annex. opening festivi- 
ties included the ‘broadcast 
of Bob .Wheeler’s Ottawa 
County Dateline show via 


York Store Relocates 


WFRO, Fremont. Customer 
interviews were a feature of 
the broadcast program. 


St. Paul, Minn. — The 
Southview Hardware, a 
Marshail-Wells store at 1115 
Southview Blvd., recently 
held a grand opening. Robert 
Burnham owns the _ store, 
formerly operated as Carl & 
Mel’s Hardware. 


Buffalo, N. Y.—Andy’s 
Hardware, formerly on Elm- 
wood Ave. near Forest, is 
now on Hertel Ave. at Vir- 
gil, and is operated as the 
Hertel Home Supply Store. 


Wolfeboro, N. H.—Gene’s 
Hardware reopened recently 
in its new location. The store 
had been burned in its pre- 
vious location in the Central 
Block. 


Hayward, Calif.—Consum- 
er credit on a 30-day and 
on a budget aceount basis 
is one of the features ad- 
vertised by the new Skaggs 
Hardware Supermarts, 423 

(Continued on page 108) 
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American Toy Fair 
Dates for 1959 Set 


Dates of the 1959 Ameri- 
ean Toy Fair have been an- 
nounced by the Toy Mfrs. of 
the U. S. A., Ine. 

The Fair will be held 
March 9 through 14, a six- 
day period rather than the 
usual 10 days. The change 
was made following a poll of 
buyers and manufacturers. 


Wimberly & Thomas Buys 
Steel City Supply Co. 


Wimberly & Thomas 
Hardware Co., Birmingham 
wholesaler, has purchased 
the Steel City Supply Co., 
and will employ most of the 
latter’s personnel. 

J. W. Hamilton, Jr., who 
managed Steel City’s heat- 


ing and _e air-conditioning 
business will manage the 
Steel City division. 

Comfort Engiffeers, a sub- 
sidiary of Steel City Supply, 
will remain at its present 
location at 613 Ninth St., N. 

The transfer of more than 
$500,000 in assets was in- 
volved. 


Rad Appointed To Top 
Musgrave Sales Post 


Stanley Rad has been 
named assistant sales man- 
ager of Musgrave, Inc., 
Springfield, Ohio. 

Mr. Rad joined Musgrave 
in 1956 as controller. He was 
associated with Reuben H. 
Donnelly Co. and Lynn 
Ruben & Co., both of Chi- 
cago, before coming to Mus- 
grave. 





Janney’s Main Building Bows To Minneapolis 
Redevelopment; Two Buildings Are Untouched 


The main building used by 
Janney, Semple, Hill & Co., 
Minneapolis ‘wholesaler, will 
be torn down as part of a 
large municipal redevelop- 
ment program proposed for 
the Lower Loop area of Min- 
neapolis. 

The building is located at 
Marquette and Second Street 
and at present serves as geén- 
eral offices as well as a ware- 
house. 

Two other buildings in the 
same area, owned and used 
by the company, will not be 
affected by the _ redevelop- 
ment program. These build- 
ings are the Third Avenue 
warehouse and the North 
Star Building connected to it. 

The firm also owns two 
vacant lots alongside these 
buildings which are now used 
for parking. 

The decision as to whether 
or not the building would be 
torn down has been pending 
for some time. It was set- 
tled recently, however, by 
Federal approval of the -re- 
development project. 


B. J. Case, Janney presi- 
dent, reported that the com- 
pany has no plans for con- 
structing new buildings on 
the vacant lot. At present, 
he said, the management is 
studying methods for concen- 
trating operations in the two 
remaining buildings. 

In all probability Janney’s 
will lease additional space in 
Minneapolis for the ware- 
housing of heavy goods and 
major appliances. A step in 
this direction is now being 
taken as the company is con- 
sidering the leasing of space 
to handle a stock of floor 
covering. 

An announcement of Jan- 
ney’s entry into the field of 
floor covering can be ex- 
pected at an early date, it is 
understood. 

While the loss of the build- 
ing will pose some difficult 
readjustment tasks, Mr. Case 
said the company is looking 
forward to a bright future 


once these problems are set- 
tled. 
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Rich-Con To Stop Wholesaling of Hardware, 
To be Steel and Industrial Lines Company 


Richards & Conover Hard- 
ware Co., a _  101-year-old 
wholesale company at Kan- 
sas City, Mo., is going out of 
the general wholesale busi- 
ness and will concentrate on 
industrial hardware and 
steel products. 

The change-over is to be 
made by liquidation of the 
general hardware inventory, 
after approval by stockhold- 
ers of the change in policy. 

Announcement of the pol- 





Campbell Chain Moves 
Two to Higher Office 
Campbell Chain Co., York, 


Pa., has advanced two offi- 
cers to higher responsibili- 





MELVIN H. CAMPBELL 


ties as part of its recent 
over-all expansion of prod- 
ucts. 

Melvin H. Campbell, for- 
mer secretary, has _ been 
elected executive vice-presi- 
dent. 

Robert P. Leister, former 
controller, has been elected 
seeretary-treasurer. 

Mr. Campbell and Mr. 
Leister will continue to make 
their headquarters in York. 

In further elections, How- 
ard D. Campbell, formerly 
treasurer, has become vice- 
president of manufacturing. 
Gustave A. Blum, former 
plant superintendent, was 
elected second vice-president 
of manufacturing. 


icy change was made early 
this month. Stockholders mei 
June 16 to approve the deci- 
sion, with a majority of the: 
stock committed to the pro- 
gram prior to the meeting. 

The company’s dealer pro- 
gram, Red Circle Stores, 
will be offered to dealers to 
carry on the store identifica- 
tion and merchandising pol- 
icies. A meeting was held by 
Red Circle Store dealers of 
Kansas City last week to 
decide if they want to con- 
tinue the program. 


Liquidation of the general 
hardware lines in the com- 
pany’s $1% million inven- 
tory will be through selling 
the stock, probably to other 
wholesalers. Definite ar- 
rangements for sales had not 
been made at the time of the 
announce:naent. Stocks of 
hand and power tools, build- 
ers’ hardware, fasteners and 
similar lines will be kept by 
the industrial department. 

Company offices will be 
moved to the steel warehouse 
at 6333 St. John Ave. The 
steel warehouse operation is 
in a 60,000 sq ft plant, on a 
10 acre tract, built in 1953. 
The buildings of the ware- 
house division, of 320,000 sq 
ft, at 200 W. Fifth St. are 
to be sold. The seven build- 
ings in this group started 
from the six-story building 
built in 1903. 

The Oklahoma Floor 
Covering Co. division will 
continue selling floor cover- 
ing to retail dealers from 
its Tulsa and Oklahoma 
City warehouses. Rich-Con’s 
hardware warehouse in 
Oklahoma City was closed 
early this year. 

The decision to withdraw 
from general hardware 
wholesaling is on account of 
lack of profits Samuel L. 
Sawyer, president, explained. 
About two-thirds of the com- 


(Continued on page 107) 
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D7 CF. 
HEX MESH 
\ NETTING 


galvanized after weaving 

furnished in wire sizes ranging from 

14 through 20 gage 

“2m, available in ail standard meshes and 

““in heights from 12” through 72” 

@ tight, even twists and strong selvages 
make nettings durable, pliable, easy 
to use 

®@ ideally suited for use as poultry netting, 

baseball backstops, crab traps, tennis 

courts, animal pens and other do-it- 
yourself applications 

For complete details and prompt delivery, 

contact the CFal sales office nearest you. 


CFcI-WICKWIRE 


(hI HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION ease 


| 
THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo + | 
} 
| 
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Billings * Boise + Butte > Denver * El Paso* Ft. Worth * Houston * Lincoln « Los Angeles 
Oakland + Oklahoma City * Phoenix* Portland+ Pueblo* Salt Lake City * San Francisco 
San Leandro + Seattle > Spokane + Wichita * WICKWIRE SPENCER STEEL DIVISION— 
Atlanta * Boston * Bu‘falo* Chicago * Detroit» New Orleans * New York * Philadelphia 








* LIST PRICE 
ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, 34"" pipe 


UNION VALVE (Non-Union $2.60) $460 


Swivel seat for long life, 94" pipe 








POP-UP SPRINKLER HEAD 


Pops up 1%” above grass 


















$190 





REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


Ideal for Siamese connections 


>) 








OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 





CHAMPION BRASS MFG. CO. 





1460: NAUD ST. © LOS ANGELES 12, CALIF. © CApitol 1-2108 














Credit and Economics 
At NRHA Congress 
(Continued from page 104) 


is the subject for “Frank. J. 
Ross, assistant general 
credit manager,. Sears Roe- 
buck & Co. *:. 

Arthur W. Ramsdell;. vice- 
president ‘of. Macl)onald - 
Cook Co., awiil “speak . on 
“Trafficcand Turnover.” °, 

Nominating . committee 
meets in afternogn’ session: 

Evening . will .be ~ high- 
lighted by the® industry’ ban- 
quet, floor Show, and danc- 
ing. Bhs 

Thursday:. “‘Today’s, Cli- 
mate” begins with: commit- 
tee reports, and inStallation 
of officers. ener 

Dr. Arthur A. Smith,, viee- 
president, First’ National 
Bank of: Dallas, wii] talk on 
“Tabulating: ‘Today for a 
Good Score Tomorrow.” 

“Your Destiny in Today’s 
Decisions” is the subjéct far 
the concluding address by 
the Hon. Karl E. Mundt, 
U. S. Senator ‘from South 
Dakota. | : ty 

Following noon, adjourn, 


ment, there will be a Na-, 


tional Association board of 
governors’ meeting. 


Recession Test Shows 
Sales Efforts Feeble 


Some reporters from the 
Cleveland News tecently 
made calls on hardware deal- 
ers to see if the recession 
had increased hard-sell tecn- 
niques. Ohio dealers did not 
fare too well in the test. 

Each reporter was given 
$5 to spend. As long’as the 
salesman in each .store kept 
trying to sell, the reporter, 
posing as a. customer, con- 
tinued to’ buy. 

Of three reporters armed 
with $15°in spending money, 
only $1.79 actually wound up 
in dealers’ tills. Most sales 
began with a purchase of 
washers, and they ended 
there unless the salesman 
suggested something else. 


James Hirst Elected 
Nutmeggers President 


James Hirst of Church & 
Morse, Meriden, Conn, was 
recently elected president of 
The Nutmeggers,. traveling 
salesmefi’s association. 

Kenneth Rider, Southing- 
ton Hardware, and Windsor 
Hollis, Simonds Saw & Steel 
Co., were elected first and 


— — News of the Trade 





second vice-presidents _ re- 
spectively. 

Earle J. Hopwood, Com- 
stock Ferre & Co., Wethers- 
field, Conn., was re-elected 
secretary-treasurer. E. C. 
Sullivan, Sullivan Tool Co., 
is assistant secretary. 

Directors are Win. Garin, 
Sullivan . Tool Co.; C. A. 
Peterson, Laurel Supply; 
John- Whalen, Billings & 
Spencer Co.;~ Mr. - Rider; 


Dougias. Arnout; Clemson 


Bros., Inc.} George: Graham, 
retired; Arch -Lade, Russell, 
Burdsall,, & Ward. Bolt & 
Nut. Co.; R. H. Osgood; Pat- 
terson-Sargent:..Co.;. F. J. 
Treiber, Clark. Bros. . Bolt 
Ce., and Joseph: Lane, Green- 


field Tap & Die. Corp. 


Also, .F red Christopher, 
Uatco’ Business Forms; 
Thomas: Giles, Southington 
Hardware; ‘Thomas. Cotter, 
Greenfield Tap & Die Corp., 
and Joseph Boehm, L. S. 
Starrett: Co. 


H. B. Sherman Mfg. Co. 
Promotes F. G. Moore 


F. Glenn Moore has been 
named an assistant © sales 





F..GLENN MOORE 


manager of H. B. Sherman 
Mfg. Co., Battle Creek, 
Mich. He was sales. repre- 
sentative in the Indiana- 
Kentucky territory, for four 
years. 


Fibre Glass Expands 


Fibre Glass-Evercoat Co., 
Inc., manufacturer of a line 
of. Fibreglass kits for auto- 
motive, marine, athletic, in- 
dustrial and home use, has 
purchased Indastrial Ad- 
hesiyes, Inc., in Rossmoyne, 
Cincinnati. The Industrial 
Adhesives plant has been 
leased by the Fibre Glass 
company. Present persomnel 
will operate Industrial Ad- 
hesives as a division of Fibre 
Glass-Evercoat. 
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News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


@ Hamilton Beach Co.,. Div. of Scovill Mfg. Co., Racine, 
Wis.—Walter N. Schneider, former Chicago. and northern 
Illinois representative, to contract sales representative; 
Jack P.. McHugh; former territorial manager for Toast- 
master Products Div.,.McGraw-Edison Co., to»Chicago and 
northern Illinois; Albert E.. Béier, formerly district man- 
ager for Dormeyer Corp., to the-state of Michigan. 


@ Wooster Brush Co., Wooster, Ohio—William E. Clark— 
representative in. eastern. Ohio and western. Pennsylvania 
territory; William. Tresh—representative in metropolitan 
Chicago: and downstate ‘Hlinois; Russell Sorg—representa- 
tive in central and northwestern Ohio. 


@ Millers Falls Co.,. Greenfield, Mass—-David Liebenrod, 
formerly with Intérnational Harvester: Co., to representa- 
tive for hacksaw and bandsaw ‘blades in. southern Ohie and 
West Virginia. He-will headquarter in Cleveland. 


@ Libbey Glass Div.; Owens-Illinois Glass Co., Toledo— 
Lamson Rheinfrank from manager of retail sales to Cen- 
tral Regional salés manager; Jack M. McCullough from 
eastern regional manager‘to manager of retail sales. 


@ Ekco Products Co, Ghicafo—Gerald R. Brodeur, Chi- 
cago Div. representative in, the New England area, to 
manager of the New England district, Chicago. Div. 


@ Savogran Co., BostonRobert P. Kaufeldt, Jr., to dis- 
trict manager for northern Illinois, lowa, western Wiscon- 
sin and Minnesota to work out of Savogran Co. of Illinois, 
headquarters in Addison, IIl. 


@ Supreme Products Corp., Div. A.S.R. Products Corp., 
Chicago—Marshall Keroff to western manager for hard- 
ware sales. 


@ Schroeder & Tremayne, Inc., St. Louis—P. A. Storer to 
Nebraska, Kansas and western Missouri. He succeeds Dave 
Vaughan who died’ in January. 


@ Federal Lighting Corp., Div., Frankelite Co., Cleveland, 
Ohio—Arnold R. Lang—représentative in Ohio, Michigan, 
Indiana and Kentucky for the residential line. 





new business soon . changed 
to wholesale, and in 1875 
moved to Kansas City. 

The company has always 
been in the steel business 
from the days of. selling 
blacksmith iron and tin plate 
to the pioneers. The com- 
pany now handles steel. bars, 
plates, sheets, ‘stainless steel, 
and aluminum. 


Rich-Con Co.. to Drop 
Hardware Wholesaling 
(Continued from page 105) 


pany’s business‘ has been in 
sales to retail hardware 
stores, but profit margins 
have been declining for sev- 
erai years. 

Top personnel of the com- 
pany will be Herman H. 
Kuehlke continuing as board 
chairman, and Mr. Sawyer 
continuing as~ president. 
Dudley H. Pace, manager of 
the steel and industrial divi- 


Aluminum Specialty 
Unveils Kitchen Line 


Aluminum: Specialty Co., 
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sion, will be director of sales 
and assistant general man- 
ager. Winston R. Klamm, a 
xtich-Con buyer, will be 
director ef purchases for the 
industrial division. 

The Rich-Con company 
goes back to 1857 when J. F: 
Richards, great grandfather 
of Mr.: Sawyer, started a 
retail hardware store in 
Leavenworth, Kansas. The 
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Chicago, recently unveiled 
its Chilton ware line of me- 
dium gage aluminum kitch- 
enware at a sales meeting in 
the La Salle Hotel. 

Sales. representatives from 
all over the United States 
and Canada were shown the 
line which will be introduced 
to the trade at the National 
Housewares Show in Atlan- 
tic City. 





Sell two big markets 


WITH 





Now in Our 60° Year 





Adjustable Shelf Hardware 


You consistently sell two profitable markets when 
you stock K-V shelf standards and brackets. 
Builders know the important influence these qual- 
ity K-V finishing touches have on sales And the 
do-it-yourself remodelers appreciate the profes- 
sional job they get with these easy-to-install 
fixtures. 


FOR BUILT-IN SHELVES 


Perfect for built-in shelves constructed 
to last the lifetime of a house. Can be 
rrrounted on surface or flush. Shelves 
can be quickly adjusted, easily aligned. 
No. 255 standards come in 24 inch 
to 144 inch lengths, 





No. 255 Standard 
\ No. 256 Support 





FOR OPEN WALL SHELVES 


These sturdy standbys are available 
in satin anachrome or brushed brass 
finish. They add smartness to any 
room and provide excellent storage 
space on open walls. Standards avail- 
able in 18 inch to 144 inch lengths; 
brackets in 4 inch to 20 inch lengths. 





No. 80 Standard 
No. 180 Bracket 





= 


FOR EXTRA HEAVY DUTY 


Best on the market for heavy-duty 
installations. Recommended for heavy 
storage in homes or for paint, hard- 
ware or grocery stores or for hangrod 
installations. Standards available in 
lengths of 36 to 144 inches, brackets 
from 12 to 24 inches. 





No. 87 extra heavy-duty standard 
No. 187 extra heavy-duty bracket 


ccm me creme rm wr eee ee 


Ask your jobber or K-V sales representa- 
tive about the popular packed units of 
K-V 80-180 standards and brackets and 
K-V 233-239 standards and supports. 


KNAPE & VOGT MFG. CO, 
Grand Rapids, Michigan 








Tarner Brass Holds Sales Planning Program 





Salesmen from across the United States attended the recent Turner 
Brass Works sales seminar and planning program at McLaren Ceni>r, 
Sycamore, Ill. During the two-day event, salesmen were briefed «n 
new products and new developments in sales promotion. Benno Nitz, 
general sales manager, moderated the meetings. Speakers included 
H. V. Engh, Turner president; W. A. Vanderbeek; Harry Engh, Jr.; 
William Lindgren and Lester LaPole. 





DEALER BRIEFS: 


(Continued from page 104) 





Foothill Blvd. The credit 
plans were played up in 
newspaper advertising and 
in a direct mail piece. The 
store advertises complete de- 
partments in hardware, 
paints, sporting goods, out- 
door furniture, major appli- 
ances, high fidelity, power 
tools, housewares, gifts, 
glassware, dinnerware, smal] 
appliances, records, kitchen 
modernization. The record 
department has three lis- 
tener booths. The store has 
about 12,000 sq ft of space. 


Tacoma, Wash.—Lewis S. 
Dennison, Lang & Dennison 
hardware store, was a win- 
ner in a recent contest for 
Toro Mfg. Co. dealers. Other 
winners were E. A. Bixby, 
Mt. Pleasant Hardware. Mt. 
Pleasant, Mich.: Harold Ha- 
worth, H. H. Haworth Store. 
Wilmington, Ohio: A. J. 
Soukup, Soukup Hardware 
Store, Downers Grove. Til. 
All winners received a free 
three-day vacation in Cuba. 


Oster Mfg. Names Four 
To Important Posts 


The Oster Mfg. Co., Wic- 
kliffe, Ohio, has elected a 
vice-president, a new trea- 
surer, and appointed a new 
controller and a new sales 
manager. 

Robert C. Baumgartner, 
formerly general sales man- 
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ager, was elected vice-presi- 
dent. He has been with the 
company for 23 years. 

Richard Humiston, newly 
elected treasurer, was an 
officer of the Cyril Bath Co., 
Solon, Ohio. 

Clare R. Metcalf, secre- 
tary of the company, for the 
past 10 years, has been 
named sales manager in ad- 
dition to secretary. 

Elwood A. Oring, chief ac- 
countant, has been appointed 
controller. 








‘, , 4 
CLARE R. METCALF 
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Action on Fair Trade 
is Started in Senate 


Action to protect small 
businessmen against unfair 
price competition has been 
started in the U. S. Senate. 

Sen. Hubert H. Humphrey 
(D., Minn.) introduced three 
bills aimed at protecting 
small businessmen on May 
19 and announced that hear- 
ings on proposed Fair Trade 
legislation will be held June 
23-25 by the Subcommittee 
on Retailing, Distribution 
and Fair Trade Practices of 
the Senate Small Business 
Committee. 


OBIT U 


Thomas A. Young 


Thomas A. Young, 95, 
retired receiving clerk for 
Edward K. Tryon Co., Phila- 
delphia wholesaler, died June 
1 at his home in Philadel- 
phia. Mr. Young had been 
with Tryon for 75 years 
before his retirement. He 
joined the firm in 1877 as an 
errand boy. 


William H. McGaw 


William H. McGaw, 81, 
owner of Cohasset Hard- 
ware, Cohasset, Mass., died 
recently. He was a past 
president of the New En- 
gland Hardware Dealers As- 
sociation. 


Mrs. L. A. Matthews 
Mrs. L. A. Matthews, for- 


mer operator of a Tulsa, 
Okla.. hardware store at 
1161 N. Utiea St., died re- 


eently after a long illness. 


Samuel C. Bryant 


Samuel Clay Bryant, 54, 
manager of Midkiff Hard- 
ware Pinnacle, N. C., 
died from a heart attack 
suffered several weeks ago. 


Co., 


Louis I. Suloway 


Louis I. Suloway,° 74, re- 
tired co-owner of Suloway 
Bros. Hardware store in 
Chieago, died recently. He 
had been in the firm 33 years 
at the time of his retirement 
in 1954. 


S. T. Bigham 

Samuel Turner Bigham, 
52, president of Bigham-An- 
derson Hardware Co., Pon- 





Three bills he introduced 
in the Senate are: 

A Fair Trade bill, similar 
to HR 10527 and other mea- 
sures now ‘pending in the 


House of Representatives. 


A bill to prévent retailers 
from selling. any goods at 
less than their delivered cost. 
In short, a bill te outlaw loss 
leader selling. 


A bill to amend the Robin- 
son-Patman Act to prohibit 
“sales at unreasonably low 
prices where the effect is to 
destroy competition or to 
eliminate a competitor.” 


ARIES 


totoc, Miss., and past presi- 
dent of the Mississippi Re- 
tail Hardware Assn., died 
recently of a heart attack. 
He had been in sem+retire- 
ment since last “fall. 


Frank B. Ward 


Frank B. Ward, 61, pur- 
chasing agent ‘and Assistant 
secretary of American Bilt- 
rite Rubber Co.,. Che ‘ea, 
Mass., died recently. He had 
been with the company since 
1914, 


Frank R. Duvic, Sr. 
Frank R. Duviec, Sr., 64, 
Gretna, La., hardware. dealer 
died May 15. He was presi- 
dent of the Gretna Hard- 
ware Co. and a partner in 
the Frank Duvie & ‘Son 
Hardware store in Jefferson. 


John F. M. Detlefsen 


John F. M. Detlefsen, 8&6, 
retired manufacturers’ agent 
died recently from a heart 
attack. He represented Jron 


City Tool Works for 35 
years. 
Leslie V. Lewis 

Leslie Vernon Lewis, 52, 


with Modern Hardware in 
St. Joseph, Mo., died 
cently following a long 
ness. 


W. E. Morin 


William Edward Morin, 
49, manager of Union Hard- 
ware Co., Inc.,° Fitchburg, 
Mass., died recently at his 
home in that city. 
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Mardigian Corp. Buys 
U. S. Metalcraft Co. 


Mardigian Corp., Detroit, 
has purchased the U. S. Met- 
alcraft Co., of the same city, 
manufacturer of paint roll- 
ers, caulking guns and re- 
lated items. These lines will 
beseadded to the home main- 
tenafice supplies lines of 
Mardigian. 

Sales and manufacturing 
have been integrated with 
those of Mardigian’= Buck- 
eye division in Wooster, 


Ohio, a producer of alumi- 
num and stainless steel cook- 
ware, household specialties, 
small electric appliances and 
electric fans. 


R. D. Werner Names Nix 


Harry G. Nix has been ap- 
pointed assistant advertising 
manager of R. D. Werner 
Co,, Inc., manufacturer» of 
aluminum ladders and re- 
lated items, located at the 
sales offices in New York 
City. 





American Cutlery Mfgs. Association Elects 
Gallery, of Russell-Harrington, President 


The American Cutlery 
Manufacturers Assn. elected 
Joseph D. Gallery, general 
manager, Russell - Harring- 
ton Cutlery Co., Southbridge, 
Mass., president at the re- 
cent annual meeting in New 
York City. He succeeds 
George J. Michel, vice-presi- 
dent, H. Boker & Co., Inc., 
New York City. 

Robert S. Chrestensen, 
president, Ontario Knife Co., 
Franklinville, N.Y., is the 
new vice-president. Robert 
U. Clemence, vice-president, 
Hyde Mfg. Co, Southbridge, 
Mass., is treasurer. Ray- 
mond J. Walter, 511 Fifth 
Ave., New York City, con- 
tinuea as executive secretary. 

A. Edward Allen, 


presi- 


dent, Utica’ Cutlery Co., 
Utica, was elected a member 
of the board. 

Other directors are J. 
Russell Osborn, president, 
W. R. Case & Sons Cutlery 
Co., Bradford; Pa.; David L. 
Canmann, vice-president and 
secretary Ekco Products Uo., 
Inc., Chicago and Harry B. 
Hazelton, Jr., sales manager, 
Imperial Knife Associated 
Companies, New York City. 

Paul M. Cameron, chief, 
trade practice conferences 
div., Federal Trade Commis- 
sion, and Aaron M. Rosen- 
thal, program executive, con- 
sumer durable goods div., 
Business & Defense Services 
Administration, both of 
Washington, D.C., addressed 
the meeting. 





Dealer Shows Planned 


The following ~wholesalers’ 
shows for hardware dealers 
have been announced: 

Hardware Wholesalers, 
Inc., wholesaler in Fort 
Wayne, Ind., will hold its 
annual convention ‘and stock- 
holders’ meeting Oct. 21-23 
at the company offiees and 
warehouse. 


3 Shows In Birmingham 


Dealers. in 
Ala., market area will: have 
a mammoth trade fair avail- 
able to selected fall and 
winter merchandise, _ toys, 
sporting goods and general 


hardware lines again this 
year in August. 
This is the Wholesaie 


Trade Days event sponsored 
by the Birmingham Chamber 
of Commerce.- Wholesalers 
in all lines participate with 
shows in their warehouses. 
Then there are evening en- 
tertainment events for the 
visitors. 

Here are announcements 


Birmingham, ° 


of three hardware _ whole- 
salers’* who will hold shows 
during Wholesale Trade 
Days: 


Long-Lewis Hardware Co., 
Birmingham wholesaler, will 
hold its big merchandise 
event Aug. 11 through 14 at 


the company’s warehouse, 
Fifth Ave.’ North ai Ninth 
St. 


Moore-Handley 
Co.., 


Hardware 
Inc., wholesaler in Bir- 
mingham, Ala.,- will hold 
three Merchandise Marts in 
August. -Two marts will be 
held. simultaneously in the 
company warehouses in Mo- 
bile;. Ala., and Nashville, 
Tenn., Aug. 4-9. The third 
mart will be held Aug. 11-16 
in the tompany warehouse 
in Birmingham. 


Wimberly & Thomas 
Hardware Co., Inc., whole- 
saler in Birmingham, Ala., 
will hold its Wholesale 
Trade.-Days’ Aug. 11-14, at 
the company warehouse. 
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Hall Hardware Liquidates Retail Outlet; 
Will Concentrate On Wholesale Business 


Hall Hardware, Inc., the 
retail outlet of Hall & Co., 
Inc., Spartanburg, S. C., has 
been liquidated. Hail & Co. 
business will now be whole- 
sale operation only. 

Two new appointments 
were announced at Hall & 
Co. 

John P. Glenn, Jr., has 
been named operations man- 
ager. Nelson Hall has been 
appointed sales manager of 
the wholesale business. Both 
men have been with the firm 
since it was formed in 1945. 


Hall will install a _ per- 
petual inventory system to 
enable it to carry a full 
stock of items at all times. 

Elimination of the retail 
end of the business came as 
a result of a survey made by 
Geo. Wilkinson Co. into the 
operations of the firm. 

“The modern trend in mer- 
chandising convinces us that 
operating both wholesale and 
retail stores conflicts and 
works at odds with each de- 
partment,” officials stated. 





Perkins Manages Sales 
For Union Steel Chest 


Gilman Perkins was re- 
cently named sales manager 
of Union Steel Chest Co., 
Le Roy, N.Y. He succeeds 
O. J. Mitchell who continues 
as president. 

Mr. Perkins, formerly as- 
sistant sales manager, is a 
son of the late Gilman C. 
Perkins, former secretary 
and treasurer of the com- 
pany, and a grandson of 
G. N. Perkins, an officer of 
the predecessor company, 
Union Chest & Cabinet 
Corp. of Rochester. 


C. W. Wojack Promoted 


Casimer W. Wojack has 
been named manager of con- 
tract hardware sales by 


Stanley Hardware, division 
of the Stanley Works, New 
Britain. 

Mr. Wojack joined Stanley 
in 1956 to do special sales 
and commercial research. He 
had been New York district 
manager for P. & F. Corbin 
for five years. 

He is president of the Met- 
ropolitan Builders’ Hard- 
ware Club of New York and 
vice-president of the New 
York chapter of the Ameri- 
ean Society of Architectural 
Hardware Consultants. 


Distribution Changed 


Corning Glass Works, 
Corning, N. Y., will take 
over distribution of the do- 
mestic glass vacuum coffee- 
maker line of the Silex Co., 
effective June 15. 








2 


The Retail Hardware Assn. of Philadelphia (Pa.) held its 38th annual 
Ladies Night, and announced officers for the fiscal year, on May 27. 
Officers are (from left): Charles D. Huff, treasurer; Charles Solowey, 
vice-president; Edward Buck, president; and Herman Klein, secretary. 
About 150 dealers, wholesalers, manufacturers’ agents and quests 
attended. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words 
Each additional word 
Allow Seven Words for Keyed hidden 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless companied by 
sufficient postage fo. remailing. 

9 


No agency commission allowed. 
HARDWARE AG 


Thursday. Classified forms 
prior to publication date. 


» is published every other 
close 3 weeks 


Remittance must accompany order .in form 
of check or money order payable to Hard- 
wafe Age—Classified Section, not currenty.or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








Sales Representatives 
WANTED 


© For 33 year old firm rated 1 high . . . manu- 
facturers of nationally advertised canvas and 
nylon products. 

© To call on jobbers and distributors. Protected 
territories open. Attractive commission. 

© Reply with details of your operation, 
carried and territory covered. 


HOOSIER TARPAULIN & 
CANVAS GOODS CO., INC. 
P. 0. Box 574—1302 West Washington Street 


Indianapolis 6, Indiana 
Attention: Mr. Robert T. Goldberg, Vice President 


lines 





Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware. lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALESMEN!! 


A revolutionary one size screw anchor for all wall 
fastenings, to be sold directly to hardware stores, 
lumber yards, electrical and plumbing suppliers, drap- 
ery shops, mirror shops, etc. NO jobber salesmen con- 
sidered. 25% commission on all sales and repeat 
business resulting Protected territories assigned ac- 
cording to results. Please advise area covered. 
Fitsall aare Inc., 473 South Franklin St., 
Hempstead, N. 





SALES REPRESENTATIVES 


Several territories open on our line of 
ornamental Mail Box Posts for distribu- 
tion thru large retailers, lumber yards, 


" HAAKE MFG. CO. 
2962 Cass Ave., St. Louis 6, Mo. 














REPRESENTATIVES WANTED BY MAN. 
UFACTURER of high quality line of wax appli- 
cators, buffing bonnets, imported chamois, and 
cleaning pads. Many fully protected territories 
open. Advise territory covered and lines carried 
in first letter. All replies strictly confidential. 
Address: Box E-33, care of HarpwArE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES 
WANTED. Representatives now calling on hard- 
ware, lumber, and building supply dealers and 
—s Competitive line of hollow METAL 
-EG KITS. High commission. Several valuable 
territories open, check and see if one is yours. 
State territory actively covered and all details. 
a ag Mfg Co., 2916 Lake St., Chicago, 

inois. 





WELL ESTABLISHED CONCERN has terri- 
tories open to manufacturers’ agents calling on 
jobbers. Expanding sales operation including new 
packaged hardware item—no competition. Proven 
seller. Territories: Kansas, Nebraska, Iowa, Mis- 
souri and all states east of Mississippi except 
New York and surrounding area. Address: Box 
F-17, care of Harpware AGe, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 
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Manufacturers Representatives 


WANTED 


Men now calling on plumbing and hardware 
trade to handle fiber-glass pipe insulation, 
seal tape and other products. Fully-guaran- 
teed, fast-moving line. Write Henry H. 
Overmars, 24555 West Eight Mile Road, De- 
troit 19, Michigan. 














SALESMEN, 
TIME, 











PART TIME OR FULL 
calling on the retail hardware and lumber 
yard trade in the Pennsylvania, Maryland, Dela- 
ware and Southern New Jersey areas. Positions 
now available. Kindly address your replies c/o 
HarDWARE AGE. We are in a position to offer 
excellent lines and service in these areas to the 
right salesmen. Address: Box F-25, care of Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





MANUFACTURER REPRESENTATIVES 
CALLING on Wholesale Hardware trade. exclu- 
sively to sell line of Rimlock Sets, Mortise Lock- 
sets, and shelf Hardware. In first letter give ex- 
perience, exact territory covered and cther lines 
carried. Address: Box E-16, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED —~ EXPERIENCED CUTLERY 
SALESMAN to sell our line in Exclusive terri- 
tory. Many well established accounts. Very at- 
tractive proposition for the right man. Write 
giving full background to Queen Cutlery Com- 
pany, 10 Commerce Court, Newark 2, New Jer- 
sey. 





NEW LAWN SPRINKLER MANUFAC- 
TURER seeking representatives to call on Hard- 
ware, Houseware and Gardening’ wholesalers. 
Send resume, including list of products currently 
being handled. Address: Box F-20, care of HaArp- 
WARE AGE, Chestnut & 56th Sis., Philadelphia 
39, Pa. 





WANTED SALESMEN CALLING ON 
HARDWARE and Variety Stores to carry as a 
side line. National televised products. For de- 
tails write to: J & ales Co., 100 East Wy- 
oming Ave., Philadelphia 20, Pa. 





WANTED! 
SALES REPRESENTATIVE 


throughout the United States, on 
the fastest moving accessory item, 
(sales volume to prove it) to Hard- 
ware dealers through distributors. 


HIGH COMMISSION! 
UNIQUE SALES TOOL! 
PROTECTED TERRITORIES! 
Only the successful need apply. 


Address Box F-32, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 38, Pa. 








CABINET HARDWARE 


choice 
Sales 
Lumber 
is our 


Expanding market now makes 
line. available many territories. 
cover Wholesale, Choice Retail, 
Yards and Cabinet Shops. This 
first advertisement this year. 


Address Box F-22, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


—_ 
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MANUFACTURER OF A HIGH QUALITY 
and Competitive Line of Cabinet Hardware Wishes 
representation in the following areas: Colorado, 
Oklahoma, Louisiana and Mississippi. Men who 
are calling on the retail lumber dealers, contract 
hardwares and kitchen cabinet manufacturers send 
us all particulars and lines you ate uow handling 
in first letter. Address: Box F-27, care of Harp- 
ware AGE, Chestnut & 56th Sts. Philadelphia 
39, Pa 





SHORTENERS. 
for Cord Shorteners. 
Address; Box E-38, 
Chestnit & 56th Sts., 


SALES REPRESENTATIVE W ANTED 
FOR ESTABLISHED PAINT BRUSH MAN. 
UFACTURER: liberal commissions; protected 
territofies; good opportunity for salesmen having 
contact with retail hardware, paint, lumber, etc., 
stores. Open ‘territories: Ohio; Indiana; Michi- 
gan: North Illinois: Califorriia: North and South 
Carolina, Georgia. Write us full details. Address: 
Box F-28, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


CORD 
Wanted 
carried. 


AGE, 


Representatives 
State lines now 
care of HARDWARE 
Philadelphia 39, Pa. 








Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 
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Accounts Wanted 








Accounts Wanted 


Business Opportunities 








TOP FLIGHT 
REPRESENTATION 


Connecticut,- Rhode Island, Westen ~ Massachusetts 
and New York State area. 


} Aggressive and conscientious individual with ‘27 
years sales.experience but still under 50 desires one 
additional line that has strength. Now selling Win- 
chester flashlights and ‘batteries to the wholesale 
hardware and electrical trade and covering other 
trade channels that aggressively merchandise these 
# products. 


din 


Product must be compatible with present line. Write 
R. V_.Bennett,.846 Indian Hill Road, Qrange, Conn. 








Consistent, Conscientious, Concentrated 
coverage of. . metropolitan 
New York and New Jersey 


BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 








MANUFACTURER'S AGENT 


Aggressive, Experienced 4 salesmen wants 
additional line of merit. All types of 
trade. Midwestern States. 


Robert Byler & Assoc. 
427 Robert Ave., St. ovis 21, Mo. 











“LOOK AHEAD" 


We can predict your future, by increas- 
ing your business. Calls made by PRO- 
FESSIONAL ACTIVE SALESMDBN. 
Covering E. Penna., So. Jersey and 
Delaware. Details. 


Address Box F-21, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39,» Pa. 





NEW JERSEY 


Hardware business for sale, located in Seuth 
Jersey. Inventory approximately $35,000.00. 
Grossing over $60,000.00 Reasonabie rent. 
New building and modern (fixtures. 1200 
square feet of floor space, two (2) cellars. 
parking lot for customers. Selling due to ill- 
ness. 

Address Box F-26, care ef HARDWARE AGE 

Chestnut & 56th Sts., Philadeiphia 39, Pa. 











Help Wanted 








SALESMAN WANTED 


Leading manufacturer .f mechanics hand tools for hard- 
ware and automotive trade has exceptional opportunity 
for an experienced salesman located in the Philadel- 
phia-New York area. Good salary plus incentives and 
expenses. Job requires sales ability, hard work and 
regular traveling. Send resume including salary require- 
ment. Interviews to be arranged in area in near future. 


Address Box F-31, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











BUSINESS OPPORTUNITIES 


General Hardware—Tools (Skill Distributor). Located 
in Fastest growing County on West Coast of Florida. 
(As per U.S. News Report). Reason for selling— 
Retiring. Inventory Cost $35,000.00. Fixtures—-Equip- 
ment—Truck $10,000.00. Annual Earnings approx. 
$12,000.00 to $15,000.00. Property can be purchased 
or leased. Terms can be arranged. 


Address Bex F-34, care of HARDWAKE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















FIELD SALES MANAGER. Well established 
plastic pipe manufacturer needs capable man with 
successful sales experience in plastic pipe. Sal- 
ary and expenses. Excellent growth opportunity. 
Send complete business and personal resume. Re- 
plies confidential. Consolidated Pipe Co. of Amer- 
ica, 1066 Home Avenue, Akron 10, Ohio. 





Business Opportunities 

















NEWLY ESTABLISHED MANUFACTUR- 
ERS agency organizes by experienced factory 
representatives desires additional lines for Texas. 
Three men with good following thoroughly cover- 
ing dealers and.jobbers. For the best reps write 
**Tex-Reps,”” P.O. Box 3154, Bellaire (Houston), 





Texas. 

MANUFACTURERS: Are your products get- 
ting maximum sales and coverage they deserve 
in Michigan? Well established manufacturer’s 





DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising 
removal or closeout, get America’s most re- 
liable and productive sale plens. Send for 
prospectus today. 

J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














LONG ESTABLISHED HARDWARE located 
in a central Vermont Town, stock consists of 
hardware, paints, housewares, appliances, etc. In- 
ventory about $40,000.00. Real Estate available 
or will lease with option of purchase. Address: 
Box F-23, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





agency (15 years) located in Detroit, with fol- 
lowing in Paint and liardware fields, desires dn 
additional top line. Correspondence welcomed. 
Address: Box F-19, care of HarpwareE AGE, 
Chestnut & 56th Sts., Philadel Ipbia 39, Pa. 
WELL ESTABLISHED AGENCY ‘SELL- 
ING the Jobbers in Texas, Oklahoma, Arkansas 


and Louisiana for 15 years needs one more major 
line for Hardware, Building Material and Indus- 








HARDWARE STORE: Business 
1888. Good location center of 
seat of Northern New Jersey. 


established 
Town in County 
Very clean stock, 





tria] Accounts. Warehcuse available. Reply Ad- 
dress: Box E-ll,-care of HArDwWaReE AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 

NEW JERSEY— METROPOL ITAN NEW 


YORK. Established representative, 


ware, furniture hardware, fastener 


serving hard- 
and industrial 








jobbers, desires one or two lines that can be 
ee to this trade. Prime manufacturers only. 
Prefer fasteners other than wood, machine and 
tapping screws, but other items of merit con- 
sidered. Address: Box F-29. care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 

“MICHIGAN” Manalestevers agent covering 
wholesale hardware and rack jobbers. Excellent 
coverage of this state. Detroit Resident. Ad- 
dtess: Box F-33, care of Harpware Ace, Chest- 


nut & 56th Sts., Philadelphia 39, Pa. 








annual sales $67,000.00. Price $34,000.00 for 
stock fixtures. Long lease available. Address: 
Box F-13, care of HarpwaAre AGe, Chestnut & 
56th Sts., Philadelphia 39, Pa. 

WANTED: Established Hardware Store in 
Sarasota, West Palm Beach or Fort Lauderdale 
area. Must be showing healthy growth. All 
negotiations held in strict confidence. Not in- 
terested in real estate. Include gross, net and 


sale price. Write F. E. Nagle, 903 Longview 


Rd., King of Prussia, Pa. 


HARDWARE STORE 
in thriving Vermont City. 
housewares, paint, etc. 





FOR SALE, located 
Stock of Hardware, 
New modern up to date 
store, stock inventory about $30,000.00, fixtures 
at book value, long lease. Address: Box F-24, 
care of HARDWARE AcE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





RETAIL HARDWARE BUSINESS fer sale. 
Rural Michigan town within 35 miles of Grand 
Rapids. Best Main street location, very clean 
full line hardware stock and up-to-date fixtures 


at cost, about $25,000. Building can be leased 
with living quarters. Write Box 33, Grand 
Rapids 1, Michigan. 





FOR SALE: Hardware Store in new modern, 
prosperous shopping center, located in Soythwest 
Michigan. Will sell inventory way below cost— 
about $18,000. Free use of $12,000 worth of 
fixtures goes with a good low rent lease. No 


better buy in country. Store 2% years old, 
grossed about $45,000- $50,008 jiast year. Call or 
write: Dr. Fred L. Mathews, Dowagiac, Michi- 


gan. 





Positions Wanted 





PROBLEMS with sales, expenses, inventory? 
Have necessary experience and theory to remedy. 
Age 35, best references, college, will travel. 
Prefer larger store or multiple outlets. Address: 
Box F-18, care of Harpware AcE, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





HARD WORKING, TH: RTY YEARS OLD 
aggressive salesman. College graduated, with 
seven years’ experience. Currently covering 
Western Penna., Ohio and West Virginia. De- 
sirous of obtaining a good line. Box 489, Car- 
negie, Pa 





SALESMAN: Broad experience in Auto sup- 
plies, Hardware, Housewares, Major Appliances 
as owner and manager, Retail and Wholesale. 
Intelligent, aggressive and know how to sell. Age 
32, married. Will travel Texas and Louisiana 
for Reputable Manufacturer. Salary plus com- 
mission. Address: Box F-30, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





BUILDERS HARDWARE MANAGER OF 
Retail-Wholesale Paint, Shelf, Builders, and sev- 
eral Hardware stores would like to take charge 
of larger store. Accustomed to inventory control. 
Age 30. East Coast preferred. Address: Box 
E-42, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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you advertise 
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The new fluorescent 


DAY-GLO SIGNS 


Brilliant “Jet-Fire” red and midnight 
black make these all metal, weather- 
proof Hy-Ko signs fast, fast, fast sell- 
ers. For use indoors/outdoors. 14” 
wide x 10” high, with 2 holes for easy 
mount. Ask your jobber about Hy-Ko 
Assortment No. 800—5 doz. (your 
choice of 20 most popular and fastest 
+ gi wordings), retailing per sign, 
¢. 


FREE! All metal sales- 
creating Display Rack 


with each assortment. 


























ifil-Miilel:.-ainait ie 
powder lubricant! 










Best 
Impulse 
Item 

in Years 


LUBRICATES EVERYTHING! 


® Year ‘round seller—hundreds of uses in home, 
shop office. 
A clean, powder lubricant—not to be compared 
with dirty, messy, black graphite. 
Full jobber and dealer discounts. 
Counter display and individual card. 
Over 521,000 bottles sold last year. 
Write today for free sample. 
Representatives: A few territories open! 


REARDON PRODUCTS 


305-HA Cass St., Peoria 2, Illinois 

















STOP PROFIT LEAKS 


Hundreds of dealers have ; 
discovered the effective. ( 











. 

ness of HARDWARE AGE qeomengaegs 
Pocket Want Cards for prs Want Card 
minimizing outs and keep- Spleg tbe ndect hers 
ing track of shorts and one wd cath cine, tem end ene 
special requests. 

aes. doen: -teeeee 4... 
HARDWARE AGE Pocket | - meagan 
Want Cards have been | SUSE 
purchased by dealers this §=}———-------f 
year. Many have reor- | POE NS 
dered several times. eniiiaaladeengs 

Card fits neatly in jacket bagi 





or shirt pocket. Write 
down outs, etc., immedi- 
ately, as soon as you discover them. Card ir 
turned in each evening to store manager for 
review. Take a new card each morning. 


Save time and money. Order a supply now. 
90 cards for $1.00 or 600 cards for $5.00, postpaid 


Send order with check or money crder to 
Pocket Want Cards, Harpware Acer, Chestnut 
& 56th Streets, Philadelphia 39, Penna. Make 
checks payable to “HA Reader Service Dept.” 
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sell Air Power... 
boost Profit Power 








New Exclusive 
PRESSURE 
QUEEN 


4 cylinder 








—- 


PORTABLE 3- GALLON 
MATERIAL 
TANK 


Eliminates need 
for spray gun cup 
and refilling on 
big jobs. Safety 
valve, pressure 
gauge, 3-way reg- 
ulator. 


Professional results every time. 
Non-pulsating, continuous air flow 
spraying house 
or barn... fast, easy. Sprays paint 
undiluted, 4 or 5 times faster than 


Pe 


for fine finishes... 


| brushing — better too. 


Write for catalog on complete line of 
portable air compressors and paint 
spray equipment. Stock up now for 
the big selling season ahead. 














The Campbell-Hausfeld Co., 215 Railroad Street, Harrison, Ohio 





OF", 8 ad 5) 0) Bed os 9-8 Ol) oe sD 





NATIONALLY 
ADVERTISED 











AMERICA'S FASTEST 
De Wills SELLER BECAUSE 
IT'S SUPERIOR 


Outlasts all "Caulk" Compounds {a6 
Proven through the years .. PERMANENT *) = 4 


FOR SEALING TUBS, TILE, 
SINKS, WOOD, ETC. 


Blends, easy to use, never becomes 
hord or brittle, olways water- 
proof. Attractively pockaged. 


PRONOUNCED 
"DUKE" 


tore 


Inquirers Invited © FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 








your line of merchandise 
at rock-bottom prices. 


“ ‘e IO'TRADE SHOW 


MORRISON HOTEL, Chicago esd 
July 20 through 23, 1958 





National Surplus Dealers Association 


79 W. MONROE STREET CHICAGC 
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makes extra profits for you! It holds a 





fast-moving assortment of household 

No. 450 HASPLOCK 
$1.65 Retail 

Powerful hasp, heavy slide bolt, 


13%" laminated steel padlock— 
all in one! 


thermometers, pre-selected on the basis | 
of actual sales. Permanent, all-metal, 
self-service display rack free with deal. 
Order No. 5158 assortment from your 
wholesaler now. Retail value: $40.18. 
Your cost: $24.10. Your profit: $16.08! 


Taylor Instrument Companies, 


Rochester, N.Y., 


Order from Your Wholesaler 





and Toronto, Ontario. 





eed 


Master Jock Company. Milwaukee 45. Wis. 


Worlds Largest Padlock Manufacturers 


Ready for shipment JULY 1° 

















id Ahulis ul A ctrl, ey, 
~~because they’re tops in perform. a BP < GO |>D 
ance ... tops in sales-making | TF PREV oe 

packaging ... and topsin quality | BY IN a 
—a tape for every purpose! Evans 
mee = Puts dynamic merchandising 
TO i’ _ punch on your counter . . . top 
| . profits in your till. You can't miss 
ihe - with Evans—the line priced for 
- mass appeal, mass sales! 


aN no) RP ASK vouR s088eR Now! 


ee Elizabeth, N. J World’s Largest Manufacturer 
ee ee of Steel M ; 
RULE C0. Montreal, Quebec ° easuring Tapes 














Furniture Rest — Pintle Type 








Set of 4ina 
3-color Box, 


Rubber Expander 
1 12 Boxes in 


Tubular Glide 
Upholstery Nail 






Wonderful for all wood 

and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
a 3-color card. 6 Sizes, 
3”, %”. 0°, 10/187, 19%", 1%". 


PROMPT SHIPMENT 


Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC.., 
35 Pearl St.. New York 4, N. Y. 
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Adjustable Rubber 
Cushion Glide Bakelite Furniture Rest 























Rubber Adjustable Tubular 


Monopoint Glide Bakelite Caster Cup Thumb Tack Crutch Tip Spring Type 
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HODELL CHAIN 
for every farm use 








Chains of all types and sizes are needed on the 
farm. That means good, year-around profit possi- 
bilities for you when you stock the full line of 
Hodell welded and weldless chains... high-quality 
chains for your farm customers. Display Hodell 
animal and farm chains in your store, and Hodell ba pues a Res raga <phase alc gig 
Pailettes to sell Proof Coil and BBB Coil chain, to Y% inch. 600 or 1000-Ib. barrels, Proof Coil, BBB Coil 
make steady profits from sales for the farm. 
Ask your distributor about the full line of Hodell | aR Saat | 
Chains or write today for your Hodell Chain catalog. : : : 





Hodell Pailettes are strong, all-steel, re-usable con- 





or High Test chains, also available in these and 
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HODELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
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: irene Fasteners Zz Hodell Chains Chester Hoists 





Look WHAT'S NEW from 


MACKLANBURG DUNCAN CO 


America’s Most Beautiful ; | 
Rural MAL BOXES pss CLOSET ROD 


um. -me--— and Nylon Hanger-Glides 














4 Lifetime Finishes 
ALBRAS 


Permanent Anodized : f oe me 4 
Brass Color ; SF ae. tt de HANGER-GLIDE 
ALBRIGHT | C4 Slips easily into 
Permanent Anodized ->., Wee tt fp ee place. Glides silent- 
Chrome Bright Ee a , se ; ly and smoothly 


ALBLACK \ | ’ \ ie es Z Z , along rod re 


Permanent Anodized 


/ \ 

Block Color 3 * PM ' NEVER RUSTS Every modern closet needs these handsome M-D Closet Rods and 
ALACROME > 2 ed, i NEVER TARNISHES Nylon Hanger-Glides. Come in beautiful, anodized finishes. 
Permanent Natura! hh. Made of extra heovy Each package contains closet rod, hanger-glides, end brackets, 


Aluminum Finich | Gouge cluminum screws and instructions. 


MAIL sod . Folding Door 
BOX oa 


| r’ alt SS A fA\i= | OSS 
et | NS : ‘ SS 
a c ; \ “ 
MACKLANBURG DUNCAN CO HOLDERS ae . ae mie tog 
a“ ; x * 


i ill eis werel enall teemes Idd | ssn ead Dap ~~. For mare wardrobes, dens, bars, room dividers 
Sturdy! Rust Proof! Easilyinstalled —_— |, 7} 























2 

> Ideal for 4 or 2-panel 
full or half size 
interior doors of any 


Anodized Aluminum thickness. Gives full 


access to closets, yet 


saves floor and wall 
space. Hardware 
comes in completely 


packaged sets. 


‘NEW 


Smart, easy 
to install 
Engraved Smooth to 


Name Plate operas 


available eseccdachevausan eeanbantosesesctaswenaess 


with every | OT-400 
Reversible 
SLIDING DOOR HARDWARE 
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5 Exciting 
Finishes 


All beautifully anodized — gold 
lid on black box, black lid on 


HANGERS 
gold box, black lid on black box, 
gold lid on gold box and ano- for BOTH 


: . . . Complete packaged set con- 3” 
dized aluminum lid on aluminum sales tena Meek enlieek %) and 
box ; : 1%” doors 

OX. screws and instructions. 


MACKLANBURG-DUNCAN CO. ie 


an Som :\o>) blyA mume) 4-1 (0)! ele ame) <n. 
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